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‘62 Auto Line Aims to Please—At All Costs 


Auto Peace Spurs Administration 
To Put Price Pressure on Steel 


Washington—Convinced that 
the proposed auto labor settle- 
ments are noninflationary, the 
Kennedy Administration now is 
going all out to remove the steel 
industry as its last big “threat” 
to price stability. 

President Kennedy made that 
point clear last week in letters 
to top officials of 12 major steel 
producers, warning them to hold 
the line on steel prices to avoid 
starting the economy off on an 
inflationary spiral. Kennedy said 


New Programing System 


Brings Automation Closer 


For Smaller Tool Firms 


New York— A _newly-devel- 
oped programing system offers 
small and medium-size metal- 
working firms an opportunity to 
make economical use of high- 
speed computers for numerical 
control of machine tools. The 
system was announced last week 
by Remington Rand and Rohr 
Aircraft Corp. 

The system feeds information 
to a number of machine tool 
control devices via a medium- 
scale computer. Utilizing a Un- 
ivac solid state 80 or 90, it soon 
will be available at all Univac 
service centers. 

Already in use at Rohr’s 
Chula Vista, Calif., headquar- 
ters, the system has been credi- 
ted with trimming manufactur- 
ing costs up to two-thirds in 
automatic production of aircraft 
parts. 

The new Univac program uses 
a part programer’s manuscript— 
that is, a simple statement of 
manufacturing information pre- 
pared from an engineering draw- 
ing of the part. Cards are 
punched from this manuscript 
and fed into the computer for 
interpretation. Punched cards 

(Turn to page 39, column 2) 


a round of steel price hikes would 
“force” increases in many indus- 
tries and “invite” price boosts in 
others. 

The consequences, he 
would be to force the Adminis- 
tration to adopt policies that 
would hamper business recovery, 
the nation’s chances of new long- 
term growth, and U.S. efforts to 


become more competitive in 
world markets. 
Kennedy tried, in effect, to 


place on the steel executives the 
responsibility for decisions which, 
he said, “might in the long run 
more than offset the profit-rais- 
ing effect of a price increase.” 
Even while Kennedy was warn- 
ing steel about prices, price 
analysts and economists in gen- 
eral were interpreting the pace- 
setting General Motors-United 
Auto Workers settlement pro- 
posal announced last Wednesday 
as a model “oninflationary agree- 
ment unlikely to raise auto prices 
or affect prices in general. Gov- 
ernment officials emphasized this. 
The agreed-upon hourly wage 
(Turn to page 4, column 3) 


Boeing Gleans Savings 
With Annual Contracts 


Seattle, 
reports that use of an annual con- 
tract for bandsaw and hacksaw 
blades has eliminated writing an 
estimated 150 purchase orders a 
year at a saving of some $2,500. 
Purchasing officials, gratified at 
the results on saw blades, recently 
let a similar contract for files. 

Amounting to about $100,000 
annually, the saw contract is held 
by Dawson Tool & Abrasive Co., 
which devotes about half of its 
2,000-sq. ft. warehouse to Boeing 
requirements. 

Under previous procedure, 
Boeing would issue a request for 
bids to as many as 12 vendors 

(Turn to page 40, column 2) 


said, | 


DONALD MACDONALD 


Detroit—Starting with next 
week’s issue, Purchasing Week 
will bring you its second an- 
nual round of “Automotive 
Perspectives.” Angled directly 
to the purchasing agent-fleet 
buyer, these columns will pro- 
vide detailed summaries of 
Detroit’s 1962 models. 

Authoring the five-part series 


will be McGraw-Hill Automo- 


P/W Scouts the New Cars 


tive Editor Donald MacDonald 
(pictured left), who also is 
P/W’s Detroit bureau man- 
ager. He has just completed his 
hectic yearly round of Detroit 
testing grounds assessing the 
new cars for their fleet advan- 
tages and characteristics. 

As the preliminary Detroit 
report (see story, right) in- 
dicates, 1962 cars have some 
unusual fleet features and ca- 
pabilities. “Automotive Per- 
spective” will capsule such 
data as general dimensions, 
engine options and capabilities, 
warranties, maintenance fea- 
tures, tire and fuel require- 
ments, price and other vital 
purchasing statistics. Look for 
this P/W exclusive starting 
Sept. 18. 


Better Demand, Looming Shortages 
Boost Scrap Prices on Wide Fron 


New York—Scrap prices are moving up on a broad front—with 
waste steel, copper, and paper all substantially above last month’s 


levels. 


Here’s a rundown on some of the major increases: 


Copper—Four upward revisions in the past few weeks have 


7 
+2 


pushed the price of the key 


scrap copper wire up to 26% ¢/lb. 


—'2¢/lb. above mid-August levels. 


Metal experts attribute the rise 
strikes in Chile and Utah have 
raised fears of a shortage, thereby 


- | firming up the entire copper price 


structure. Heavy scrap exports to 
Japan have also contributed to 
the scrap strength—tending to cut 
down on available supplies for 
domestic users. 

The new scrap quotation is the 
equivalent of 32¢/lb. for 
fined copper made from the scrap 
and available for shipment in 
three months. This has prompted | 
rumors that the custom smelter | 


to several factors. 


| 


re- | 


They note that 


Polystyrene Price Increase 


Los A 


Angeles new poly- 


istyrene price fracas shaped up 


last week when Rexall Chemical 
Co., a division of Rexall Drug & 
Chemical Co., announced a 10¢ 
increase, effective Sept. 15. 
Rexall said its new prices, 
which apply to general purpose 
resins, would be 19¢/Ib. in bags 


cand 17°4¢/lb. for shipment in 


price soon may rise from the cur- | 


rent 31¢/lb. level. 
Steel—Scrap tags continue to 
rise in all major markets, reflect- 


‘hopper cars. 

The Rexall move is similar to 
one made by Dow Chemical Co. 
last December when Dow at- 
tempted to raise prices to 19¢| 


Lower Maintenance, 
New Materials Mark 
Tempting New Array 


Detroit Fleet buyers just 
back from Detroit production-line 
previews report these impressions 
of automakers’ newly-unveiled 
line of 1962 models: 

@A significant advance in the 
efforts of auto manufacturers to 
lighten the maintenance cost load. 

@Continuation of the trend 
toward use of new materials (i. e. 
replacements for gray iron, steel, 
and standard cloth) in attempts 
to keep production costs down 
and give more value. 

@A strong measure of uncer- 
tainty about how to fit Detroit’s 
new brand of “in-between” mod- 
els (the 115-116 in. wheelbase 
cars) into current fleet-buying 
patterns ad uses. Initial com- 
ment of several major fleet buyers 
was that the new “super-com- 
pacts” may replace many of their 
standard line purchases but they 
may have hard time ousting the 


current compact line from. its 
established popularity. 
Weekend news of auto con- 


tract settlements and disappear- 
ance of major strike threats sig- 
naled full-speed ahead on auto- 
production. Key industry officials 
estimate 2.3-million 1962 models 
will be produced between now 
and Jan. 1, about the same as 
year-end production of 61 cars. 
Aside from almost unbelieva- 
ble variety, the big news is the 
healthy step taken by Detroit to- 
ward the truly service-free car. 
Last year Ford startled the 
public and oil industry alike by 
announcing both a 12,000-mile, 
12-month guarantee and a 30,- 
000-mile chassis greasing inter- 
val. The rest of the automakers 
quickly followed suit, and Cadil- 
lac announced a_ permanently 
lube-free car. On top of this, 
Rambler came up with a ceramic 
‘coated exhaust system guaran- 
teed for the life of the car in the 


ing the continued strength in| from the prevailing 18¢/Ib. level.| hands of the original owner. 


demand from steel mills now 
(Turn to page 4, column 3) 


Dow abandoned the increase 
(Turn to page 39, column 2) 


Pu rchasing 
Week’s 


Panorama 


@Sharpen Your Pencils for a new semester of ‘School for 


Strategists.’ 


New approaches, 


new games are offered in 


this post graduate course in operations research and linear 


programing. 


The advanced class begins on pages 20-21. 


@ With an Auctioneer in Atlanta, five cities phoned in bids 


for surplus items on the block. 


It was the Defense Dept.’s 


first nation-wide closed circuit telephone auction in a new 


streamlined surplus sales program. 


See report on page 8. 


@ Higher Productivity is seen in both farm and factory sec- 


tors, 


pulling out of the 1960 slowdown. 


Expectations of 


prices kept on an even keel and setting of increased wage 


costs follow this sharp advance, 


detailed on page 30. 


@\s There a Time Limit to returning defective goods under a 
seller-buyer contract allowing return of items falling short 
of specifications? If so, how long can the buyer wait? See 
‘The Law and You’ on page 28 for some cases and answers. 


W. T. Adams Dies 


Cleveland — William  T. 
Adams, vice president and 
manager of 
purchases and 
raw materials 
of Republic 
Steel Corp., 
died Sept. 5 
after serving 
Republic , 
nearly 30 Ww. T. ADAMS 
years as chief electrical buyer, 
general purchasing agent, and 
manager of purchases. Adams, 
61, had been named to the 
vice presidential post only last 
May. Prior to joining Re- 
public in 1933, he had served 
with United Alloy Steel Co. 
and as sales manager for an 
electrical supply company. 


—— 


Purchasing Week’s 


This year Oldsmobile, all 
(Turn to page 40, column 1) 


Purchasing Perspective 


ow much time should a purchasing executive spend away 
from his office attending product shows, trade exhibitions, 
and similar conferences? Is it really worth his while to tramp 


through the colorful industrial 


panoramas at which manufac- 


turers feature eye-catching, attractive, and frequently enlighten- 
ing displays of products and processes? 


Answer to the question depends, of course, on a variety of 


factors. 
is in scheduling personal trips 


One major point is how active the purchasing director 


to supplier p'unts and facilities. 


So where is the payoff for the time and expense of show-trotting, 


as some P.A.’s describe it? 


Despite the fact that many industrial shows have become 
bigger and more spectacular than ever, some manufacturers are 


asking the same questions. 
a recent survey of its industry, 


McGraw-Hill’s Chemical Week, in 


points out that stiff competition 


(Turn to page 39, column 4) 
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Purchasing Week Industrial Materials Price Barometer 


This index, based on 17 basic materials, was especially 
designed by the McGraw-Hill Department of Economics. 


Scrap & Burlap 
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Vudge Prices Up 


Year ago 


(Based on 17 Basic 
Materials ) 


January 1957-100 
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This Week’s Commodity Prices | 


METALS 

Pig iron, Bessemer Pitts., gross tom...........++e++- 
Pig iron, basic, valley, gross tOM.........ee+seeeees 
i OO, ER.. OE GOR. cose cc ce rcececcsesocene 
Steel, structural shapes, Pitts., cwt............eeeee- 
Steel, structural shapes, Los Angeles, cwt............ 
ee ee, Oe, UN, . i cicvsecesesceenceee 
on 5 00 sink bod ANE 8808080 6H 0% 
Die, WeNNOD, CRIGRED, CWE. .6 occ cccvecccccccccsees 
i Me Th. be cebciadees teens eeeneeaes 
Secondary aluminum, #380 Ib..........ccccecscece 
Copper, electrolytic, wire bars, refinery, Ib........... 
I CE Ms sy oo 5k 0k 00s bee eboe sees ees 
i i Re ss ewes se Wad aceon eweee 
Nickel, electrolytic, producers, Ib. ........cccsceeees 
i i Us isn ah bank ease en eeneneeeee 
Zinc, Prime West, East St. Louis, Ib.........ccecees 
FUELS 

Pee on 26 of Bunker C, Gull, BO... ..ccccccccccss 
Fuel oil #6 or Bunker C, N.Y., barge, bbl........... 


Heavy fuel, PS 400, Los Angeles, rack, bbl.......... 
Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount). 


Gasoline, 92 oct. reg., Chicago, tank car, gal......... 


Gasoline, 84 oct. reg., Los Angeles, rack, gal......... 
ee ee eT RP rr rere 
Heating oil #2, Chicago, bulk, gal................2. 
CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton........ 
Benzene, petroleum, tanks, Houston, gal............. 
Caustic soda, 76% solid, drums, carlots, cwt......... 
Coconut oil, inedible, crude, tanks, N.Y. Ib.......... 


Glycerine, synthetic, tanks, Ib..............00c0ee0e 


Linseed oil, raw, in drums, carlots, Ib 
Phthalic anhydride, tanks, Ib..................000. 
Polyethylene resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib . 

Rosin, W.G. grade, carlots, fob N.Y. cwt 
Shellac, T.N., N.Y. Ib 
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(Price sources include: Coal Age, 
Platts Oilgram Price Service.) 


McGraw-Hill Building 
tion $6 a year in U. 8. A. 


Vol. 4, No. 37 


205 
302 


Sept.6 Aug. 30 


67.00 

66.00 

80.00 
5.50 
6.20 
5.98 
5.675 
5.30 


nNMr 
a 
=) 


94.50 


1v.79 


25.20 
100.00 
9.50 
6.30 


3.65 
4.20 
112.50 
124.00 
85.00 
66.00 


.205 
305 


St., New York 
Single copies: 60¢. Postmaster... 


Year % Yrly 
Ago Change 
67.00 
66.00 


80.00 
5.50 


a 
io 
Sn 
wa 
7 
- 


i) 

+ 
| 

— 


= 

a 

! 
namow a=n 


wa 
os 
-_—__ 
mOORH NA=S SS, SOSSS 


— 
S 
i++ | 


oo 


—_Mr 
at oe FS. 
tN 


~ 
2) 
1 | 
= 
nse FSS 


2a a4 2-1 


S 
\o 
wa 
| 


94.50 


oo 

20 twa 
oh 

| 
Nws2s 


wnwhho be & 


a 
evess onaam= 
oo 


17.75 


25.20 
100.00 
9.50 
6.30 


ocooocooce Sf 


3.65 0 
4.18 
120.00 — 6 
136.00 — 8. 
84.00 1 
64.00 0 


a 


.172 
Pes 


E&MJ Metal and Mineral Markets, Engineering News-Record, 


PURCHASING WEER is Published weekly by McGraw-Hill Publishing Co., Inc 
330 West 42nd 36, N. Y. Printed in Albany, N. Y. 


Please send form 3579 to PURCHASING WEE 


SRS EeS BAS ASS LALLA EE LOREAL B88 8 888 8 Ltd 
JAN FEB MAR APR MAY JUNE JULY AUG SEP oe NOV DEC 
1960 1964 


Purchasing Week’s 


Price Perspective 


RODUCTIVITY TO THE RESCUE—Surprisingly hefty gains in factory 
efficiency is a basic factor behind current price stability. 

All signs point to about a 5% increase in industrial worker output per 
manhour for 1961 (see story, page 30). That more than offsets current wage 
increases which, according to official government figures, have been running 
about 2.6% ahead of 1960. 

Even if you add a factor for increases in fringes (not included in Uncle Sam’s 
hourly wage calculations), it’s extremely doubtful whether total labor costs 
will go up more than 3% this year. 

A closer look at recent trends indicates that 1961 is no fluke. For example, 
manufacturing productivity has been trending up at about a 3% annual rate. 
That’s mighty close to the 344% average industrial wage rate increase noted 
over the past three years. 

It means unit labor costs—after over 15 years of rise—are finally beginning 
to stabilize. 


STABLE UNIT LABOR COSTS can be expected to have a steadying 
influence on prices. 

Past experience certainly bears out this conclusion. The only postwar years 
that were relatively free of inflation were 1952, 1954 and the 1958-60 period. 
It’s no coincidence that unit labor costs in these years showed no, or rela- 
tively small, increases. 

Contrast the above to 1951 and 1956—when unit labor costs showed the 
biggest postwar spurts (6% and 5% respectively). Significantly enough, it was 
in these two years that PURCHASING WEEK’s industrial price index racked up 
its two biggest gains (10% and 42% respectively). 
* * * 


UNEMPLOYMENT is another key area that is being affected by today’s 
sharp productivity gains. 

According to a recently released survey by McGraw-Hill’s Factory magazine, 
some 325,000 production workers will lose their jobs because of labor- 
saving equipment next year. 

Some experts thinks this may well turn out to be a conservative figure. They 
note that manufacturing executives did the estimating—and past experience 
shows that this source tends to underestimate labor displacement. 

Complicating the unemployment issue is the fact that some one million 
additional workers are coming into the market each year. No wonder—despite 
rapid recovery—some 6.9% of the labor force remains jobless, 


METAL DEMAND from producers of consumer items is slated to pick 
up sharply in the next few months. 

Automobile makers, for example, who buy up close to 20% of all steel 
produced in this country, now plan on building nearly 1.8-million cars in the 
fourth quarter. That’s the second highest October-December period in history 
—topped only by 1955 rate. 

A new Federal Reserve Board consumer report lends support to these 
optimistic Detroit forecasts. In a survey taken late in July, the Board found 
that 7.6% of American families plan to buy autos over the next year. That’s 
significantly above the 6.8% figure of last spring. 

Even hard-pressed appliance lines show signs of pickup. Thus, recent 
spurts in department store sales are due, to a large extent to strong demand 
for household durable goods. Many appliance makers, who as late as June 
or July were resigned to a sharp drop in 1961 sales levels, are now taking a 
much more optimistic view. 


Kxecutive, Editorial, Circulation, and Advertising Offices: 


Second-class postage paid at Albany, N. Y. Subscrip- 


. 330 W. 42nd St.. N. Y¥. 36, N. Y. 


September 11, 1961 


New York—The cement in- 
dustry is headed for higher prices 
next year. Ideal Cement Co., 
Denver, and Alpha Portland Ce- 
ment Co., Easton, Pa., started 
it off last week with increases, 
ranging from 3% to 4.6% that 
may prove to be the first in a 
series of industry-wide increases. 
\ number of cement makers had 
been considering raising prices for 


weeks (see P/W, Aug. 21, ‘61, 
p. 13). 

Alpha’s new mill prices will 
run from $3.55 to $3.75/bbl. 


Mill prices will be raised 10¢/bbIl. 
at six plants located in Missouri, 
New York, Ohio, Pennsylvania, 
and Maryland. Price of cement 
Shipped from its Alabama and 
[Illinois mills will be boosted 15¢ 
bbl. 

Actual increase to Alpha cus- 
tomers, however, will amount to 
only 2¢ to 10¢/bbl. because of 
more liberal discount policy for 
prompt payments which also will 
go into effect at the start of the 
vear. A company spokesman said 
the new discount will be 4% of 
the total bill for payment within 
15 days. In most cases, he said, 
discounts will amount to 15¢ to 
18¢,/bbl. on the shipped price, 
nstead of the current 10¢ /bbl. 

Ideal said it will increase 1962 
prices at all 19 of its plants by 
1S¢/bbl. Based on a current price 
range of $3.20 to $3.45, bbl., 
this represents an increase of 
from 4.3% to 4.6%. Ideal said 
it plans no change in its discount 
policy of 10¢ bbl. for payment 
within 15 days. This is the stand- 
ard industry discount. 

Other producers said they were 
“heartened” by the Ideal and Al- 
pha moves. W. A. Wecker, presi- 
dent of Marquette Cement Mfg., 
Co., Chicago, said that as a result 
of these boosts his company will 
“hasten” its decision on 1962 
prices. Wecker touched off indus- 


Price Briefs 


Detergent—Rohm & Haas is 
reducing quotes on Triton X-200 
anionic detregent by 1¢-12¢/Ib. 
The new price of this industrial 
cleaning compound is 450-Ib. lots 
is 2842 ¢/Ib. 


Adipic Acid—Major producers 
are slashing the price of this nylon 
raw material by 10%, bringing 
carload and truckload tags down 
to 29¢/lb. Cut is aimed at broad- 
ening adipic’s use as intermediate 
for products other than nylon. 


Bottled Gas — Midcontinent 
suppliers are boosting prices to 
Northern markets by 1l¢/gal. 
Reasons: Rising seasonal demand 
plus inventory replenishment. 


Bearings—Kaydon Engineer- 
ing Corp. is cutting prices for the 
second time within a year on pre- 
cision loose needle rollers. The 
firm credits lower production 
costs for the reduction. 


Air Force Salvages 6% 


Dayton, Ohio—The Air Force 
received almost $24-million from 
sales of surplus property during 
fiscal year 1960, about 6% of 
the $405-million that the equip- 
ment originally cost, according 
to the Logistics Command at 
Wright-Patterson Air Force Base. 


September 11, 196] 


Alpha Portland, Ideal Cement Post 
Higher Prices Effective Next Jan. 1 


try discussion of a price boost last 
month when he termed the need 
for higher prices “compelling.” 

Normally cement prices aren’t 
set until late in the year, and 
some producers said they thought 
current announcements prema- 
ture. Despite the pressure for 
higher prices caused by rising 
labor and transportation costs, 


many companies fear an increase 
may not hold in face of the over- 
capacity situation which now ex- 
ists in the industry. 


O 


MORE ALLOYS 
MORE TEMPERS 


IN ALCOA 
ALUMINUM 


This Week’s Scrap Prices 


Steel, #1 hv, divd Pitt, ton 

Steel, #1 hv, divd Clev, ton 

Steel, #1 hv, divd Chic, ton............. 
Copper, #1 wire, dir buy, fob NY, Ib 
Copper (hv) & wire mix, dir buy, fob NY, Ib 
Brass, light, dir buy, fob NY, Ib ae 
Brass, hv yellow mix, dir buy, fob NY, Ib 


Alum (cast), mixed, dir buy, fob NY, Ib.... 
Alum (sheet), old clean, dir buy, fob NY, Ib. 


Zinc, old, dir buy, fob NY, Ib ene aha 
Lead, soft or hard, dir buy, fob NY, Ib 
Rubber, mix auto tires, dlvd Akron, ton 
Rubber, synth butyl tubes, East, divd, Ib. 
Paper, old corrug box, dir, Chic, ton 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, Ib 


Sept. Aug. Year % Yrly 
6 30 Ago Change 
38.00 36.00 30.00 +267 
36.00 36.00 32.00 +125 
40.00 39.00 32.00 +25.0 
25 245 235 + 64 
23 225 215 7.0 
125 125 110 +136 
15 45 125 +20.0 
10 10 10 0 
095 .095 095 0 
03 03 035 14.3 
07 07 083 15.7 
11.00 11.00 11.00 0 
068  .068 .070 2.9 
19.00 16.00 18.00 5.6 
1.00 3.00 1.00 0 
05 05 10 50.0 
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Clark Equipment Opens 
New Auto Div. Test Lab 


Jackson, Mich.—Clark Equip- 
ment Co.’s Automotive Div. has 
opened a new engineering test 
laboratory which simulates field 
conditions for testing and evalu- 
ating the company’s line of me- 
chanical and hydraulic trans- 
missions and torque converters. 

Officials said the facility will 
enable Clark to pre-test proto- 
types and custom-designed units 
under controlled conditions, 
eliminating as much as 75% of 
field testing previously required. 

In many cases, Clark said, test 
results are ready in 48 hours. 
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HOLLOW SCREW MACHINE STOCK AND MECHANICAL TUBE 


You can reduce machining time, increase tool life, cut scrap 
and chip-handling costs drastically on more products. Alcoa" 
Aluminum Hollow Screw Machine Stock and Mechanical 
Tube come in the industry’s broadest size ranges. 

Alcoa Aluminum Hollow Screw Machine Stock is avail- 
able in five alloys: 2011-T3, 2011-T4511, 2017-T4511, 6262- 
T9 and 6262-T6511—and 6262 costs less than any compar- 
able product. OD’s from 1 to 4 in.; wall thicknesses from 


36 to \% in. 


Alcoa Aluminum Mechanical Tube comes in three alloys: 


2024-T4, 6061-T6 and 7075-T6—competitively priced, but 
made to closer tolerances. OD’s from 144 to 214 in., 6061-T6 
only; 2% to 12 in. in all three alloys. Wall thicknesses from 


4 to 1 in. 


Call your local Alcoa distributor or Alcoa sales office and 
order now. Also, ask for your free copies of The Hole Story 
About Machining Hollow Parts More Economically and the 
new Alcoa Aluminum Screw Machine Stock Handbook, or 
write: Aluminum Company of America, 865-J Alcoa Build- 
ing, Pittsburgh 19, Pa. 


Warcoa ALUMINUM 


SCREW MACHINE STOCK 


Purchasing Week 


For exciting drama 
watch “Alcoa Presents’ 
every Tuesday evening—ABC-TV 
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Antitrusters Say 


Washington—The nation’s top 
trustbuster supports four of 
five new bills now before Con- 
gress aimed at putting new teeth 
in the antitrust laws. But the 
Justice Dept. does not consider 
these measures as substitutes for 
new enforcement tools which the 
antitrusters are requesting from 
Congress. 

Lee Loevinger, assistant at- 
torney general in charge of the 
Antitrust Division, suggested 
technical changes, but said the 
department generally supports 
proposed legislation which would: 

Bar an individual for one year 
from working for the company he 
had been employed by when con- 
victed of an antitrust violation; 
increase jail sentences and fines 
for Sherman Act offenders and 
provide even heavier fines and 
sentences for second offenders; 
broaden the responsibility of top 
corporate officials for antitrust 
violations, and require bidders on 
government contracts to certify 
they reached their prices inde- 
pendently. 

Loevinger told Sen. Estes Ke- 
fauver’s (D-Tenn.) Antitrust and 
Monopoly Subcommittee, though, 
that Justice did not agree with a 
measure that would single out 
price-fixing and market division 
violations of the Sherman Act for 
extra-heavy punishment. Other 
antitrust violations are just as 
serious, he said, and in the long 
run this measure would be likely 
only to limit the flexibility of the 
Sherman Act. 

While Loevinger said the four 
measures supported by Justice 
were “highly desirable” he said 
“it is the general experience of 
law enforcement officials that 


New York Central Revises 
New Barge Terminal Fees 

Buffalo, N. Y.—The New 
York Central is bringing switch- 
ing tariffs at the recently reacti- 


vated New York State Barge 
Canal Terminal into line with 
those at other area cargo han- 
dling facilities. The change, 


which will become effective Sept. 
28, will lower rates by as much 
as $25/carload. 

A railroad spokesman said the 
old rate schedule, originally put 
into effect “to discourage barge 
movement,” had remained in 
force although the terminal was 
closed down. The new rates will 
enable the Niagara Frontier Port 
Authority to build up business at 
the facility, which recently was 
reopened under the name Tem- 
pleton Terminal. 


New Legislation 


Not Tough Enough on Law Violators 


severity of punishment is not 
nearly so effective a deterrent to 
law violation as certainty of ap- 
prehension and punishment.” For 
this reason, he said he hoped 
Congress would approve meas- 
ures requested by Justice that 
would give the trustbusters power 
to demand company documents 
in civil investigations and would 
require corporations to give ad- 
vance notice of merger plans to 
the Justice Dept. 


Paper Prices Headed Up, 
Kraft Follows Corrugated | 
OnBriskDemand Outlook | 


| 


New York—Paper prices are 
continuing to inch upward. Kraft 
began moving last week, follow- 
ing closely recent increases in| 
corrugated cartons dnd corrugat- | 
ing medium. 

The new boosts, covering both 
bleached and unbleached kraft, 
are effective Oct. |—and run $10 
a ton or about 6%. This re- 
stores half of a price reduction 
made last April when _ kraft 
paper was cut 20/ton. 

The new kraft paper increase 
was initiated by St. Regis Paper 
Co. Other producers didn’t jump 
on the bandwagon immediately 
but have indicated they will go 
along if demand continues to 
hold up. 


Paped Product Boosts 

The price rise is expected to 
boost costs for many paper 
products. Kraft is a basic ma- 
terial in manufacture of paper 
bags, shipping sacks, wrapping 
paper and other industrial pack- 
aging material. 

The new price tone in papers 
is not surprising to paper ex- 
perts. A combination of better 
demand (stemming from _busi- 
ness recovery) and higher costs 
(both production and distribution 
costs have been rising in recent 
months) account for it. 

The cost-price squeeze has 
been particularly irksome in the 
case of kraft. Despite a steady 
rise in costs over the past few 
years, prices are actually below 
the levels that were prevailing in 
1955. 

A higher waste paper price is 
another cost factor the paper in- 
dustry will have to reckon with. 
The recent rise in scrap paper 
quotes means additional costs 
for paperboard mills that con- 
sume huge amounts of waste 
paper in their production opera- 
tions. 


Weekly Production Records 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 

Petroleum refineries operating rate, 
Container board, tons 

Boxboard, tons 

Paper operating rate, “% 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 


* Revised 


4 


Latest Week Year 
Week Ago Ago 
2,030 2.020 1,483 
93,374 62,722" 52,622 
24,688 22,406" 14,026 
8,564 8,558 8,294 
13,768 13,992 12,774 
5,660 5.479 6,027 
30,648 30,791 29,200 
% 86.3 86.3 84.8 
NA 178,916 NA 

NA 104,142 NA 
94.2 91.2" 94.4 
226,026 229,029 233,370 
1,341 wre” 1,315 
16,214 15,491 14,941 
268.9 402.1 427.2 


NA Not Available 


| Administration Putting Price Pressure on Steel | 


(Continued from page 1) 


boost (6¢/hr., or 242% per year, 
whichever is higher) tied in 
closely with the U.S. industry 


average increase of 2.6% noted 
over the past 12 months, the con- 
tract analysts said. As one expert 
put it: “The new pact just con- 
tinues the earlier established 
trend. It didn’t bring inflation 
and shouldn’t now.” 

Economists pointed out that 
increased productivity (enhanced 
by the prospect of increased auto 
sales expectations for 1962 and 
1961) should be able to absorb 
the new wage boost. 


No Controls Mentioned 


In his steel warnings, Kennedy 
did not threaten or even mention 
direct wage-price controls. In- 
stead, he emphasized what other 
officials had been publicly pro- 
claiming—that policies designed 
to hold down inflation would 
have the effect of cutting off the 
recovery long before the econ- 
omy reached anywhere near full 
utilization of production capacity 
and long before unemployment 
could be brought down to accept- 
able levels. 


Actually, the Republicans 
weren’t saying that a steel price 
increase is necessary. Mostly, 


they were poking holes in the 
Democratic argument that wages 
could keep on going up without 
forcing up prices, too. They called 
for restraint on both sides—ask- 
ing steel management to forego 
price increases if the steelworkers 
would agree to limit wage in- 
crease demands when their con- 


Rising Demand, Shortages 
Boosting Prices of Scrap 


(Continued from page 1) 


steadily producing at over 70% | 


of capacity pace. 

In the pace-setting Pittsburgh 
area, tags on the #1 heavy melt- 
ing grade went up to $38/ton— 
up $2 from the previous week. 
That left the grade a 27% above 
a year ago, and 41% above the 
beginning-of-year low. 

Higher export demand is also 
playing a role in firming scrap 
quotes, according to some deal- 
ers. Coupled with better domestic 
outlook it’s prompting yards to 
hold out for better prices—a 
complete reversal of a few months 
ago when scrap was a glut on the 
market. 

Paper—Chicago mills recently 
boosted prices for old corrugated 
paper up to $23 /ton—a $4/ton 
increase. Boosts of $3/ton also 
hit newspaper, putting the 
new price at $14 ‘ton. 

Upward pressures are also re- 
ported in the New York market— 
where shortages are reported in 
both the bulky grades (news- 
paper, mixed paper. and old cor- 
rugated and in some high grades 
like tabeards and white ledger. 

Both better demand and sea- 
sonal factors are behind the rise. 
Paperboard mills that use large 
quantities of scrap are in a pro- 
duction upswing. The paperboard 
operating rate hit 95% of ca- 
pacity, compared to an average of 
about 90% for the first half of the 
year. 

Another factor is the usual 
summer slump in paper scrap 
supply due to fact that organiza- 
tions that usually conduct paper 
drives usually suspend such op- 
erations in the hot months. 


+1 
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tract comes up next year. Ken- 
nedy explicitly used this argu- 
ment, too. 

Kennedy’s letter represents the 
greatest amount of “jawbone” 
leverage used thus far in the Ad- 
ministration campaign to hold the 
price line while boosting business 
into a solid and sustained re- 
covery. It came a day after an 
agreement was reached by the 
Auto Workers and General Mo- 
tors which met with great acclaim 
from Administration officials as a 
model non-inflationary wage set- 
tlement. 

Kennedy used many of the 
arguments in his letter to the steel 
executives previously used by 
Senators Gore, Kefauver, Doug- 
las, and the others. The conclu- 


sions are based on materials 
supplied by the statf of Kefauver’s 
Antimonopoly Subcommittee and 
the council of economic advisers. 

Kennedy’s letter said: 

1. The steel companies can 
count on “good profits” without 
raising prices. 

2. The steel industry will be 
earning profits ranging from 7 to 
15% on net worth, depending on 
whether the operating rate is 70, 
80, or 90% of capacity after 
October |. 

3. Secy. of Defense McNa- 
mara told him that a price 
increase of $4 or $5/ton “would 
probably raise military procure- 
ment costs by $500-million per 
year more” when the price rise 
fanned out through the economy. 


* 
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INVENTORY ACCUMULATION is keeping pace with increased pro- 


duction activity. Result: Days’ 


supply 


remains close to post-war 


lows—and a sharp 10% below year-ago levels. 


GSA Asks Congress to Permit Sales 
Of Tin From Strategic Stockpiles 


Washington—General Services 
Administration has asked Con- 
gress for authority to sell 50,000 
tons of pig tin from the strategic 
stockpile. This is over and above 
the 4,000 tons of Longhorn tin 
GSA is now selling which is not 
on the strategic list. 

Motive for the move was given 
as rising prices and increased 
local and world demand. GSA 
also stated that a review of its 
military needs for tin shows that 
this quantity of tin and perhaps 
more is in excess of military 
needs, even with the stepped up 
military program underway. 

But, chances for the proposal 
getting through Congress at this 
late stage are slim. Congress still 
has a pile up of work and con- 
gressmen are aiming at an early 
quitting date — perhaps some- 
where between the 15th and 20th 
of the month. 

There is no opposition in Con- 
gress to the selling of stockpiled 
tin and even mild pressure to 
bring a better tin price to con- 
sumers by making such a sale. 
But, there seems to be no urgency 
for a tin sale, compared with 
other pending business. Congres- 
sional release authority for the tin 
sales was deemed “not impossi- 
ble, but not likely.” 

GSA made it clear that even if 
the authority is granted by Con- 
gress, Officially the tin cannot be 
sold until six months after the 
authorization. Then, GSA says 
the tin will be sold in small lots, 
probably of one or two thousand 
tons, over a fairly long period of 
time. This would be done, GSA 


said, to keep the market going 
smoothly. 


Lockheed Unit's Buying 
Wins Military Applause 


Sunnyvale, Calif.—Lockheed 
Missiles & Space Co. has won 
prime contractor authority to 
issue fixed price purchase orders 
and subcontracts on defense 
work without prior approval of 
the governmental agency con- 
cerned. 

The Lockheed authority 
ranges up to $100,000. It came 
as a result of a recent survey of 
the company’s purchasing pro- 
cedures and methods made by 
the Air Force on its own behalf 
as well as that of the Army, 
Navy, and Aeronautics and 
Space Administration. 

Authority to exceed the usual 
$25,000 maximum has _ been 
given to several companies over 
the past five years. In the past 
two, government agencies have 
stepped up their efforts to give 
firms this wider purchasing rein. 

Extent of the nonprior ap- 
proval purchase authority is de- 
termined by the “team” making 
the survey. The Air Force has 
its teams deployed on a regional 
basis and is the chief agency 
making the surveys. Its survey 
regions are divided into Eastern, 
Central, and Western Contract 
Management Regions. The sur- 
veys, usually conducted by a 
four-to-five man team, generally 
involve a  one-month-in-plant 
visit. 
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There’s NINE 


New B&D Heavy-Duty Industrial Vacuum 
Cleaner Line is longer, offers more power 
for all-purpose pick-up! 


Dirt, wet or dry. Clean it up faster in the 
factory, furnace room or boardroom... with 
Black & Decker’s new line of nine heavy-duty 
vacuum cleaners. They have pick-up power 
to spare, mobility to go anywhere. Greater 
choice of capacities, too... ranging from 4 
bushel to 40 gallons. 


Up or down, the versatile No. 
25 is a heavy-duty lightweight 
that makes light work of every 
cleaning job. . . quietly. 


Scoop up metal chips, clean up 
wet,slippery floors with B&D’s 
new stainless No. 65. Low tank 
outlet for easy wet-disposal. 


the LINE! 


Redesigned tank inlets for increased intake, 
convenient wet-disposal outlets (on all new 
stainless models), modern attachments .. . all 
this you’ll find in B&D’s new line of nine at 
your B&D distributor. For further information 
on how B&D Vacuum Cleaners can help you 
keep clean, send for your copy of ““The In- 
side Story on a Dirty Business.” For sales 
or service, look in the Yellow Pages “qo0us | 
of the telephone book under... o— 


Black e Decker: 


Tue Brack & DecKER Mrc. Co. Dept. 3509 

Towson 4, Md. (In Canada: Brockville, Ont.) 

OC Please arrange a demonstration of the B&D Vacuum 
Cleaner line 


CO Please send free copy of ‘““The Inside Story on a Dirty 
Business”’ 
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Washington Perspective 


oviet resumption of nuclear testing has had an odd effect on 

Washington: It intensified the drive to build up conventional 
weapons. Another stepup in this drive was under study even 
before the Russians broke the test ban. Now, the Kennedy Ad- 
ministration is preparing to deploy additional ground and air 
tactical forces in Europe and increase procurement of conven- 
tional arms and equipment to improve our limited war capabil- 
ities. 

A high-ranking Defense Dept. official says, “We can do a lot 
of re-programing with existing funds.” It may not, in other 
words, be necessary to seek extra funds from Congress to take 
care of another conventional arms increase. Defense can shift 
several hundred millions of dollars from one program to another. 


And very little of the new military speedup is expected to go 
to the strategic forces. 

Any additional procurement contracting would take place, at 
the earliest, in the fourth quarter of this year. But the impact 
of the $1.7-billion increase in conventional arms procurement 
ordered in July already is being felt. Army Ordnance, for exam- 
ple, is hiring 1130 additional production workers at six ammu- 
nition arsenals. On the last day of August alone, the Army 
awarded four contracts totaling $20.3-million. Extra shifts and 
overtime work have been authorized at some private plants to 
expedite deliveries. 

The Navy came along last week with nearly $15-million in 
contracts to Sikorsky for production of helicopters and about 
$58-million to Chance-Vought for purchase of the latest carrier- 
based jet fighter plane. 

The Navy contract—for 


largest $180.1-million—went to 


McDonnell Aircraft Corp. for purchase of additional super- 
sonic fighters. 


Nibroc’ towels 
hold up 
while they soak up 


Everything is a big word, but Nibroc 
Towels have it! Nibroc Multi-fold towels % 
are soft and lint-free women like them, = ¢ 
men appreciate them. And they’re strong 

one towel does the job with ease and 
economy. Balanced Quality makes the dif- % 
ference. The speed of absorption and ab- 
sorption capacity are perfectly balanced. Jt 
holds up while it soaks up! Why be satisfied 
with less? 


Balanced Qualit 


Choose from a complete line of Nibroc 
Quality towels . .. multi-fold, single fold or 
C-fold, in natural or the super white em- 
bossed line. See how Balanced Quality re- 
duces towel cost.Write Dept. PW9, Boston 
for samples...or contact your nearest 
distributor. 


ay 


Another Quality Product of 


BROWN [gd COMPANY 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
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rhere is no evidence that any- 
one in the Administration is 
giving serious consideration to 
economic controls because of 
Berlin or resumption of nuclear 
testing. Generally, the feeling 
is that the budget would have to 
be increased by another “several 
billion dollars” before controls 
might become necessary. 

That “several billion dollars” 
may not be too long in the mak- 
ing, however. Spending in fiscal 
1962 (the current year) will hit 
$88-billion, some  $8-billion 
more than the original estimate 
made by former President Eisen- 
hower. Dr. Walter W. Heller, 
chairman of President Kennedy’s 
Council of Economic Advisers, 
sees the distinct possibility of a 
$100-billion federal budget in 
the not too distant future. But 
he believes it would be non-infla- 
tionary because “it would not be 
a higher proportion of the total 
output of the country than we 
are spending today or spent five 
years ago.” 

Heller thinks the increased 
spending will have at least a neg- 
ative effect on taxes. Don’t look 
for a tax cut in the near future, 
he warns. At the same time, 
however, no increase is likely— 
unless, of course, there is a “sub- 
stantial increase in military ex- 
penditures beyond those already 
programed.” The chief reason: 
He expects gross national prod- 
uct to hit an annual rate of $600- 
billion (it’s pushing $530-billion 
now) sometime in 1963. 

eee 

A long-range study of Amer- 
ica’s fuel position is about to get 
underway. Samuel G. Lasky, an 
Interior Dept. geologist who has 
worked on other fuels studies in 
the past, is gathering a staff of 
technicians to put together com- 
prehensive statistics on present 
and projected supply and de- 
mand for coal, oil, and natural 
gas. The study will focus on two 
questions: How much, if any, 
protection do the domestic fuels 
industries need from foreign com- 
petition, and what changes may 
be necessary in domestic tax and 
regulation policies to get the 
most out of U.S. fuel resources. 

eee 

Strategy for fighting proposals 
to improve waterways tolls on 
barge lines will discussed at a 
meeting in Houston Sept. 20. 
There have been hints that the 
Administration may seek water- 
ways user charges next year— 
or, at least, ask Congress to 
into the matter. At the 
Houston session will be shippers, 
carriers, and other groups who 
make up the National Waterways 
Conference. This group estim- 
ates that such tolls would in- 
crease water transportation costs 
as much as 50% to 100% and 
inevitably lead to higher freight 
rates. Many shippers in indus- 
tries relying heavily on water 


transportation—chemical, coal, 
petroleum, steel—oppose user 
charges. 


eee 

Trucking interests are chal- 
lenging in court an _ Interstate 
Commerce Commission decision 
of vital importance to shippers. 
They have asked a federal court 
at Kansas City to set aside the 
commission’s approval, in a 
precedent-setting case, of 
sharply reduced freight rates of- 
fered by railroads under piggy- 
back plans. Common carrier 
truckers charge the rates are so 
low as to constitute destructive 
competition and are unlawful 
because they ignore the freight 


classification principle. 
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To Buy Common-Use Military Items 


Washington — Defense Secy. 
Robert McNamara last week set 
up a “defense supply agency” in 
an effort to centralize military 
buying and distribution of com- 
mercial-type, common-use prod- 
ucts (see PW Aug. 21, 61, p. 1). 

The new agency probably will 
be headed by a military officer 
who will work directly under 
McNamara. The agency will take 
over from the Army all procure- 
ment and other supply manage- 
ment tasks for food, clothing, 
general supplies, automotive 
equipment and construction sup- 
plies; from the Navy, all buying 
of petroleum products, medical 
supplies, and industrial supplies. 
In the past, each of the two serv- 
ices did the buying of these items 
for all other military agencies. 

The new agency will incorpo- 
rate the Army and Navy field 
offices which have handled this 
procurement in the past. Its 
establishment is viewed as the 
first step in a major effort by 


ICC Okays Higher Rates 
On Import, Export Cargo 
At North American Ports 


Washington—Shippers using 
North Atlantic ports—and the 
Port of New York particularly— 
have been hit by _ increased 
charges for services on import 
and export freight. 

The Interstate Commerce 
Commission has allowed to go 
into effect without suspension or 


investigation: 
@New charges by railroads 
for blocking, bracing, staking 


and otherwise securing certain 
import freight moving through 
ports from Norfolk north. The 
charges apply where the line 
haul rate is more than 27.5¢/ 
100 Ib. and range from $8.03 
to $221.87/car. 

@New pickup and delivery 
charges imposed by the Eastern 
Central Motor Carriers Assn. on 
exports and imports moving by 
truck from and to the Port of 
New York. These range from 
11¢ to 35¢/100 Ib., according to 
the port authority. 

An array of port and shipping 
interests unsuccessfully opposed 
one or both groups of charges. 
Among them were the Port of 
New York Authority, the North 
Atlantic Ports Assn., the Ship- 
pers Conference of New York, 
the Commerce and _ Industry 
Assn. of New York, and the 
Eastern Industrial Traffic Lea- 
gue. 


Cellophane Code Revamped 


New York—Olin Mathieson 
Chemical Corp. has revamped 
the code designation system for 
its cellophane line to make it 
more meaningful and useful. The 
change is aimed also at eliminat- 
ing confusion between the differ- 
ent types and grades. 

Under the new system, the 
prefix number, which formerly 


McNamara to consolidate mili- 
tary procurement of other com- 
mon-use items such as electronics 


parts, machine tools, aircraft 
spare parts, and chemical sup- 
plies. The individual services, 


however, will continue to buy 
weapons and other specialized 
equipment not widely purchased 
by other agencies. 

The buying agency was de- 
signed to reduce duplication of 
military inventories by $2-bil- 
lion to $4-billion. 


Use Candy Kiss Mastic 


Buffalo—Ford Motor Co.’s 
stamping plant has come up with 
a new method of sandwiching 
inner and outer door panels, us- 
ing daubs of adhesive mastic 
shaped like candy kisses. 

The sticky substance, which is 
used as a filler between the 
panels, has a sound deadening 
quality that does away with the 
need for asphaltic paper padding. 
It also reduces the number of 


spot welds needed to bond the} capacity of our equipment by 


Defense Supply Agency Established | Ford Door Sandwiches | Benson-Lehner Outfits Mobile Unit 


To Carry Sales Pitch to Customers 


Santa Monica, Calif. — Ben- 
son-Lehner Corp. has built a 
demonstration laboratory into a 
trailer truck to carry its electronic 
electronic data processing equip- 
ment to potential customers. 

The mobile unit is fitted out 
with a data processing installation 
and an executive conference 
room. “We intend to show the 


metal stampings. End result is a| solving problems for our poten- 
. ~ Sas ” . . 
stronger and lighter door, Ford | tial customers,” said Robert C. 


says. 


|Saunders, manager of the com- 


pany’s Advanced Products 
Group. The crew will analyze 
these problems with the equip- 
ment aboard the trailer and put 


company’s computer system 
tapes through the Benson-Lehner 
equipment. 


The trailer will carry about 
$125,000 worth of data process- 
ing equipment and photo instru- 
mentation equipment including a 
magnetic tape converter, an elec- 
troplotter, and an oscillograph 
analyzer recorder. 


Completely re-designed... 
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Stronger construction—Neater appearance—Easier to assemble 


indicated gage, now refers to ap- | 


proximate square inch yield per 


pound. Grade 300 MST-S51, for | 


example, which yields about 21,- 
000 sq. in./lb., becomes 210 
MST-51. For further simplifica- 
tion, suffix numbers for polymer- 
coated cellophanes have been 
deleted. 
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COLUMBIA-HALLOWELL Division 
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HALLOWELL 


800 SERIES ‘ 
STORAGE CABINETS 


Here is a new and better line—at no increase in 
cost! Made of heavier gauge steel for maximum 
durability. Better looking, too. All parts fit 
flush. No exposed bolt heads on front or sides. 
Doors and frame are pre-assembled . . . insure 
accurate fit and easy mounting. 3-point locking 
with spring tension clips for positive, quiet 
operation. Chrome plated handles with lock. 
Built-in shelf supports permit easier shelf ad- 
justment on 2-inch centers. 


*Meet Federal Specification AA-C-31la 


with double door 
and 4 adjustable 
shelves. 


Jenkintown 85, Pa. 


with double door 
..- holds 12 to 16 
heavy coats. 


COLUMBIA-HALLOWELL Division SPS 


Please send me complete information on the new 
Hallowell Storage Cabinets. 
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i . 
MODEL 815 MODEL 835 MODEL 855 
Storage cabinet Wardrobecabinet Combination cabi- 


net with double 
door... wardrobe 
and 4 shelves. 


SIZES: 36” wide, 78” high, 18” and 24" deep. 


Mail coupon for more information 
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JENKINTOWN 85, PA. ¢ SANTA ANA, CALIFORNIA 


overnment Auctions Off 


Atlanta—“$1,200, Denver!” $1,250, 
Columbus!” 

Excitement and tempers both ran high 
as buyers bid against each other in hotel 
rooms in six cities across the country 
10 days ago. It was the Defense Dept.’s 
first nation-wide closed-circuit telephone 
auction of surplus property. Some $13- 
million dollars worth of material ranging 
from combat boots to a tugboat were on 
the block. It was the biggest offering ever 
made by the government at a single 
auction, 

Only 152 of the bidders were in At- 
lanta with the chief auctioneer. Seventy- 
eight gathered in Berkeley, Calif.; 115 in 
Columbus, Ohio; 67 in Denver; 118 in 
Fort Worth; and 265 in New York City. 

They paid $1,150 for a lift truck that 
cost Uncle Sam $6,250 when new, $950 
for a grinding machine that the govern- 


Surplus Via Long Distance Telephone 


bidder list and mails all catalogues and 
announcements to registered bidders and 
other interested persons. 

At the Atlanta sale, surplus was offered 
from all branches of the armed forces 
and from: most of the 25 surplus-sales 
areas. The items were sold on an as-is, 
where-is basis, to be picked up wherever 
they are located, at military installations 
all over the U. S. 

The newly-streamlined surplus sales 
program helps bidders by keeping sales 
procedures the same at all disposal 
offices, and by allowing more bidders to 
participate without having to travel so 
far. For instance, probably only a hand- 
ful of the 200 Berkeley, Calif., bidders 
would have come all the way to Atlanta 
for this sale. 

The government benefits, too. Re- 
turns from surplus sales (as percent of 
original cost) have almost doubled since 


WHAT AM | BID? Auctioneer’s assistant in New York points out features of surplus 


the new surplus-disposal plan went into 
item up for sale. Group was one of six taking part in remote control auction. Bids effect. 


were telephoned to chief auctioneer in Atlanta, relayed back to prospective buyers. 


@ Contrast increasing metal prices with 
the decreasing cost of plastics and you 
see why, today, plastics consumption is 
expanding rapidly. 
But value analysis of industrial plastics 
doesn’t stop with price. New, better and 
more versatile plastic formulations are 
replacing metals, improving perform- 
ance, extending part life in hundreds of 
new industrial applications every month 
. With savings never before possible. 


POLY PENCO: industrial plastics and 


“This is why we must 


investigate POLYPENCO’” Industrial 


Plastics today!” 


The Polymer Corporation is unique in 
this picture. As a pioneer producer, 
fabricator and national marketer, Poly- 
mer has the technical know-how and 
practical field experience to help you 
solve your industrial plastics problem. 


Experienced POLYPENCO sales en- 
gineers and distributors are located 
coast-to-coast. Why not call one today? 
(POLYPENCO industrial plastics in 
Yellow Pages under Plastics Supply 
Centers) 


THE POLYMER CORPORATION 


Reading, Pa. / Export: Polypenco, Inc., Reading, Pa., U.S.A. 


POLYPENCO’ 


NYLONS + TFE-FLUOROCARBONS + OTHER PREMIUM PLASTICS 


LA 


DO | HEAR ANY MORE: Slide projector 
in each location enable buyers to 
see items on which they were bidding. 


ment bought for $5,250, and $500 apiece 
for motors that originally cost $2,398 
each. In all, just over $2-million was paid 
for items originally purchased for $13- 
million. 

The Atlanta auctioneer’s voice went 
by wire to the five other cities. Bid re- 
ceivers in those cities took bids from 
their locations and relayed them back 
to the chief auctioneer in Atlanta. All 
bidders in all locations heard the auc- 
tioneer and the bids over loudspeakers in 
corners of the hotel rooms. 

In each of the six cities, a slide projec- 
tor screened a large picture of each item 
during the time the item was on sale. 
Each picture was numbered to coincide 
with the auction catalogue. 

The auction started at 10 a. m. EST 
and lasted until the exhausted auctioneer 
sold Lot No. 435 (a tugboat) at 8 p. m. 

The sale was the latest in a series of 
experimental sales being held by the 
government’s recently-revamped surplus 
property disposal organization. 

In past years, the government’s prop- 
erty-disposal system involved just dump- 
ing the stuff, without too much thought 
to merchandising it. Military bases, large 
and small, just saved up surplus until 
it looked like time for a sale, then invited 
bidders and sold it off. 

In January, 1961, 350 separate sur- 
plus-sales offices all over the U. S. (with 
350 different ways of selling surplus, and 
350 different bidder lists) were con- 
solidated in 25 area sales offices. At the 
same time, a National Bidders Control 
Center was set up in San Antonio, Tex. 
The Control Center maintains the master 


Surplus Bid Notices 


To get on the government’s mailing 
list for surplus-sale catalogues and an- 
nouncements, write to: Major Robert 
J. Finnegan, National Bidders Control 
Center, 2100 N. New Braunfels Ave., 
San Antonio, Tex. 
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LET MUELLER 
MAKE IT! 


Mueller Brass Co. of Port Huron is 
much more diversified than the name 
“Brass” implies . . . a lot more. In 
fact, because of its many and varied 
facilities . . . its men, methods and 
metals ... Mueller is in the unique 
position of being able to offer true 


single source service. 


MUELLER HAS THE MEN ... experi- 
enced engineers with the ability to 
work out, creatively, tough design 
problems, and improve a part or 
components for production by the 
most economical method. You get 
sound engineering plus 44 years of 
practical metalworking production 
experience when you “Let Mueller 
Make It.” 


MUELLER HAS THE METHODS. . 
when you “Let Mueller Make It”, 
you are utilizing one single source 
that is able to produce parts any one 
of these ways: as forgings, impact ex- 
trusions, sintered metal parts, screw 
machine products, formed tube or 
as Castings. 


MUELLER HAS THE METALS... and 
the materials . . . to produce pre- 
cision parts in aluminum, brass, 
bronze, copper, iron, and steel in 
hundreds of different alloys to meet 


each exact requirement. 


In addition, Mueller Brass Co. has 
complete and modern facilities for 
performing all types of finishing and 
sub-assembly operations. Another 
plus value is nation-wide sales engi- 
neering service. 


So, in the final analysis, no matter 
where you fit in the American indus- 
trial picture, whether you’re making 
missiles or mowers...and no matter 
where you're located, it will pay you 
to LET MUELLER MAKE IT! 


MUELLER BRASS CO. 


PORT HURON 31, MICHIGAN 


September 11, 1961 


Washington — The Civil 
Aeronautics Board, following up 
its approval of lower rates for 
air cargo moving across the 
North Atlantic, authorized sim- 
ilar reductions for the Pacific. 
The revised rate structure in- 
troduces new weight breaks at 
the 100 kilogram level in both 
east and west directions and at 


1,000 kilograms for eastbound | 


shipments only. Previous breaks 
were at 45, 250, 500, 2,500 and 
10,000 kilos. 


Pacific Air Cargo Rates Reduced 
In Line With North Atlantic Cuts 


Under the new system, the 
10,000-kilo break is reduced to 
7,500. 


The introduction of additional 
weight breaks has the effect of 
lowering rates significantly, par- 
ticularly for volume shippers. 
Commodity rates are left gen- 
erally undisturbed by the board's 
action. 

Interested parties have until 
| Sept. 15 to seek reconsideration 
| of the proposed set of rate revi- 
| SIONS. 


Reward: $100 


Aurora, Ill—Wanted: In- 
formation leading to the 
whereabouts of the oldest 


Thor power screwdriver (air 
or electric) still in service. 

Thor Power Tool is offering 
a $100 cash reward to any 
person (or persons) who sends 
a complete description of the 
tool—including catalog. or 
code number, model number, 
serial number, and job use. 
Send information to J. L. Mac- 
Donald, Training Director, 
Thor Power Tool Co., Aurora, 
Ill., before Oct. 31. 


International Crises Fail to Slow Down 
Overseas Investments by U.S. Firms 


New York — U. S. firms arc 
still enthusiastic about investing 
Overseas. Despite assorted inter- 
national crises, they plan to spend 
a whopping $3.3-billion in plants, 
property, and equipment outside 
the continental United States in 
1962—only 4% below the record 
high. 

That’s the major finding in 
McGraw-Hill’s latest survey of 
Overseas Operations by American 
companies. Compiled in August, 
it takes account of both the Berlin 


MUELLER CAN MAKE MOST ANYTHING IN 
IMPACT EXTRUSIONS... 


MUELLER BRASS CO. 


September 11, 1961 


on 


We don’t really make locomotives, but the 18 
different Cold-Prest impact extrusions represented 
in the model were cold forged to exacting tolerances from 

a number of aluminum, copper, brass, and steel alloys. 


These parts are employed in products ranging from door 


closers to missiles. Mueller has also made important advances 


in the production of copper impact extrusions that are especially 


adaptable to electronic applications. Cold forgings are precision 


produced to exacting tolerances and offer the additional advantage 


of a better finish and appreciable metal savings. 


Mueller’s flexible facilities for the production of Cold-Prest Impact extrusions 
make practical long or short runs of simple or relatively complex shapes on an 


economical basis. In addition, the entire Mueller engineering staff, excellent machining, 


finishing and assembly facilities are readily available to you when you... . 


LET MUELLER MAKE IT! 


Write today for Engineering 
Manual No. FM-3019 


PORT HURON 31, MICHIGAN 
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impasse and England's decision 
to enter the European Common 
Market. 

Manufacturing companies are 
again leading the parade. Ac- 
cording to the survey, these firms 
plan to spend $1.6-billion—only 
a 1% drop from the estimated 
1961 expenditures. Nearly one- 
third of this investment amount 
will go to Common Market coun- 
tries. 


Emphasis on Modernization 


Similar to their domestic op- 
erations, overseas manufacturers’ 
emphasis will be on moderniza- 
tion. Thus, fabricating firms 
plan to devote well over half of 
their overseas investment for 
beefing up productivity and for 
the replacement of old plant 
facilities. 

One hint as to the reason for 
heavy overseas investment is the 
booming markets available over- 
seas. Thus, manufacturers will 
rack up a 6% gain in the sales of 
their foreign subsidiaries this year 
and expect a 10% increase for 
1962. 


Sizable Gains Foreseen 
In Western Steel Output 
During First Half of ‘62 


Oakland, Calif.—Purchases of 
steel mill products during 1960 in 
the seven western states was up 
1% over 1959, according to 
Kaiser Steel Corp.’s annual “Re- 
port to Far Western Steel Pur- 
chasers.” 

The report predicted a stron 
recovery from 1960's low poin., 
“with sizable gains” forecast for 
the first half of 1962 under 
“stimulus of inventory buildup 
and increased consumption.” 
Orders in 1961 “closely ap- 
proach” 1960 levels, the report 
added. 


Followed National Pattern 


The report noted that the wes‘- 
ern market increase followed the 
national pattern. National do- 
mestic shipments also registered 
/a 1% increase during 1960. 

The western steel market re- 
ports covers steel-consuming in- 
dustries in California, Washing- 
ton, Oregon, Utah, Arizona, 
Nevada, and Idaho. 

Total western orders for 1960 
amounted to 6,270,000 tons, 
compared to 6,216,000 tons for 
1959. Distribution of the ton- 
|nage within the seven-state region 
| shows that California consumers 
;accounted for almost _ three- 
| quarters of the total. 


‘Owens-Illinois Opens 
2 Plastic Bottle Plants 


Toledo, Ohio—Owens-lllinois 
Glass Co. said production at its 
first two blown plastic bottle 
plants in the South will begin in 
September. 

The new plants in Atlanta, Ga., 
and Charlotte, N. C., will bring 
to 12 the number of locations at 
|which the company’s Closure & 
| Plastics Div. is manufacturing 
|high-density polyethylene con- 
| tainers. The semi-rigid bottles are 
used for holding a variety of 
household products, including 
detergents, bleaches, shampoos, 
cosmetics, waxes, and chemicals. 
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Management Memos 


The Company Climate 


According to an article in Advanced Management magazine, 
there are three possible patterns of business organization—the 
bureaucratic type, which stresses the importance of going by 
regulations; the command type, where blind obedience to 
orders from above is the rule; and, finally, the mission type, 
where the company goal is the prime consideration. 

The authors of the article, Lt. Comdr. R. J. 

Massey and Dr. W. W. Suojanen, point out that al- 
though most companies are a mixture of the three 
basic types, the climate of a firm will be determined 
largely by which one is favored by top management. 
In firms where the bureaucratic or command ap- 
proach is stressed, managers will tend to become 
outer directed—to borrow a phrase from the vo- 
cabulary of the sociologists. That is, they will be 
content to take their cues solely from above, as com- 
pared to inner-directed managers, who will culti- 
vate the habit of independent thinking. 

For the outer-directed manager in the command organiza- 
tion, any action is good (and efficient) that carries out the 
orders of one’s superiors to the letter. The trouble with the 
concept of efficiency, however, is that even though everything 
may work smoothly, the organization could still wind up by 
going broke. 

The outer-directed manager working in a bureaucratic setup 
measures efficiency by how well he and his subordinates follow 
the rules—regardless of the results. The actual efficiency of 
such an operation will depend, of course, on how up-to-date 
the rule book is kept, or the amount of faith subordinates have 
in the regulations. 


In an organization dominated by a sense of mission, accord- 


Purchasing Parade 


Look Alikes: 

Don Wilson, of Bell Helicopter Corp. 
(Fort Worth), (above, left) recently 
made the front cover of his company 


A. for the Coated Products Division, 
Carborundum Co., Niagara Falls, N.Y. 
plays a spinet organ to relax and in the 


ing to Massey and Suojanen, efficiency is measured essentially 
by how close the results come to company targets. Although, 
as the authors point out, most managers are motivated by a 
combination of the three ideals, in the final analysis it’s the 
mission-oriented men who will pile up the biggest profits. 


Speaking of Speeches 


Paul R. Heinmiller, communications consultant for General 
Electric Co., has some sound advice for businessmen who 
have to decide whether to crowd a speaking engagement onto 
their busy fall calendars. 

Writing in McGraw-Hill’s Product Engineering magazine, 
Heinmiller suggests that the executive who wants to use his 
time to best advantage first ask himself these questions: 


Is the audience really interested in what he has 
to say, or has he been tapped by the program com- 
mittee merely to fill a vacant spot in the evening’s 
proceedings? Is his spot on the bill consistent with 
his standing in the company and his firm’s prestige? 
Is he the best-qualified person to represent his com- 
pany—that is, does he have the technical knowledge 
and background and the over-all company point of 
view? And, finally, does he really want to make the 
speech? 


If the answer to all these questions is “yes”, then it’s clearly 
in the interest of the executive—as well as of his company— 
to accept the invitation, always keeping in mind that no 
matter how burdensome such ceremonial or “business obliga- 
tion” appearances may appear to be, their value in terms of 
prestige and customer relations cannot be overestimated. 


Personal glimpses of P.A,’s 
as they march by in the news 


publication along with Don Wilson 
(right) of the Jack Benny program 
when the two met at the presentation 
of a humorous political spoof, “Texas 
Li'l Darlin”. The larger Wilson is the 
star of the new show. In fun they 
immediately formed a mutual admira- 
tion society (note badges). 

Bell’s Wilson is Bell’s Chief P.A. and 
Casa Manana’s Wilson has been as- 
sociated with Jack Benny for 26 years 
in both radio and TV as announcer and 
straight man. 

=z 8 8 

Here’s a new P.A. with as wide a 
range of interests as they come. J. 
Raymond Berg, recently appointed P. 
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rest of his spare time he enjoys bowl- 
ing, fishing, swimming, boating, golf, 
wood-working, target shooting, travel, 
reading, and gardening. 

Berg also has been a leader in the 
Buffalo P.A. Assn.’s affairs since 1954. 
A board member for three years, he 
is immediate past president, present 
director of national affairs, and he re- 
cently assisted in making a film and TV 
program on “Purchasing as a Career” 
with three other association members. 

= = @ 

The female champion fisherman on 
the right is Harriette K. Wood, new 
P.A. at Fryer Dry Kiln Co. (Portland, 
Ore.), who’s seen here with her big 
catch—a 100 Ib., 6 ft., marlin (45 min- 


utes landing time) and two sail fish 
(about 25 minutes to haul in). 

In case you other fisherman might 
feel a twinge of envy, here’s a tip for 
your next vacation: 

Miss Wood fishes in the waters off 
Acapulco, Mexico, and at the mouth 
of the Columbia River where she once 
hooked four chinook salmon (about 
25 Ib. each) in 20 minutes. 
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Purchasing Week Asks 


a . : 
4 , ¢ Easy-to-Move...Time-Saving 
ow do you keep salesmen out of the engineer- , 
ing department without hurting their feelings?| ‘amar. Power for Your Sh op or 
Question asked by: M. E. Pinnow, Purchasing Agent el: on the Job oo ikem New 


Banner Welder, Inc., Milwaukee 


E. B. Irons, director of purchases, | 
Aluminum Specialty Co. (aluminum| 
cooking utensils & toys, etc.), Mani-| 
towoc, Wis.: | 

“We have a policy where all sales- 
men must first clear through purchasing. | 
Where we feel that it will be beneficial | 
to our company for the salesman to see 
the proper engineer, we arrange for an 
interview. Sometimes purchasing sits 
in on the meeting and sometimes not. 
In this case we insist on the salesman 
reporting back to purchasing. Salesmen 
soon realize what procedure they must 
follow.” 


T. M. Gordon, general purchasing 
supervisor, Maxson Electronics Corp., 
New York: 


“We feel there is nothing wrong with 
salesmen visiting the engineering de- 
partment, as long as they restrict their 
discussions to technical information and 
engineering application. It is our policy 
to advise salesmen of this restriction on 
their first visit. Maintenance of this 
policy, however, can only be accom- 
plished by a strong educational program 
aimed at both the salesmen and your 
own engineering personnel.” 


Vv. E. Caffee, corporate director, pro- 
curement and materiel, Aerojet-General 
Corp. Azusa, Calif.: 


“It is our firm policy that only prop- 
erly delegated individuals within pur- 
chasing are authorized to commit the 
corporation. In addition, engineers are 
prohibited from seeing salesmen without 
a prior appointment. Through educa- 
tion, our engineers have come to accept 
these policies. This establishes the pres- 
tige of the buyer.” 4 Bench, stand or truck mounted, Converts to Low-Cost 


this compact Rifaitl 300 Power Threading Machine 
Drive quickly pays for itself in Add the rttatp No. 310 Car- 


T. J. McKeown, purchasing agent, time and labor savings. Speed whet led No. 360 Cutter and a 
Airtron, Inc., Div. of Litton Industries Ritat> Quick-Opening Machine 


(microwave components, aircraft shield- Die Head, and you’re ready to 


chuck closes and releases by hand 


ing, etc.), Linden, N. J. ... holds tight forward or reverse. cut, thread and ream. With a 

“Everyone must sign in at a guard Cam-action rear workholder holds No. 19 Nipple Chuck you even 
house and there all salesmen are di- : cut and thread close nipples with 
rected to purchasing. A posted sign even long lengths straight for per- threading machine speed and 


advises that purchasing interviews are 
given only Tuesday or Thursday and by 
appointment. If there is an engineering 
problem, we will discuss it as far as we cuTs THREADS 
can and then give him permission to ; 
visit the plant. However, the salesman m 
is instructed to report back.” 


fect threads and cuts every time. ease. 
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H. J. Kuhn, purchasing agent, Gast 
Mfg. Corp. (motors, compressors, etc.), 
Benton Harbor, Mich.: 


“We screen each salesman through [PRP Ol ij ¢€ 4 }, an ' >> 4 
purchasing. If he is selling something — . meena oe al s 
we do not use in our products, we tell DRIVES GEARED THREADERS - THREADS CLOSE NIPPLES 
him so. If he has something we might ‘ 
use, we ask a member of our engineering Call your Distributor today. For your convenience, he maintains a complete 


personnel to talk to him—in a private _ y ° 
room. This has a dual benefit: i en- stock of RIFEID Work-Saver Pipe Tools and parts! 


tire engineering department is not dis- ~ppeagapens: 
rupted by the presence of several sales- 
men trying to talk to various persons at 
the same time; and the salesman may 
talk freely.” 


: PURCHASING WEEK Asks 
Suggest a Question to: 330 West 42 St. 
New York 36, N.Y. 
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Purchasing Week’s 


Foreign Perspective 


n agreement by Steel Co. of Wales to ship 11,200 tons of tin- 
A plate coils to United States can companies on the West Coast 
at cut rate prices diminishes the prospect of any increase in U.S. 
tinplate prices. 

The British export move is a prime example of a trend that 
has been worrying U.S. steel makers for some time. They are 
afraid that as British and Continental capacity for quality tin- 
plate and sheet grows faster than home demand, the excess 
capacity will hit the American market at bargain basement prices. 
In this case, price is estimated at 60¢/base box under the 
prevailing West Coast price. 

eee 


ican producers at a particularly bad time. [he price they pay 
for tin has risen around 20% since the first of the year, and tin 
prices are expected to remain high until results are in on this 
month’s International Tin Council meeting in London. Spec- 
ulators have pushed up prices in the belief that the Council will 
raise its floor and ceiling prices. 

Any increase, however, probably will be modest if the Council 
is to get the U.S. to become a member, since the U.S. feels prices 
already are too high. All hands agree that the market would be 
stabilized if the U.S., which has the largest tin stockpile in the 
world, joins the Council. 

eee 


Brussels—Export steel prices on the Brussels market are con- 
tinuing their gradual decline. Reductions of $1 to $2/ton were 


}a quiet 


reported for reinforcing bars, merchant bars, structural shapes, | 


plates, and wire rods. Prices have been easing now for several 
weeks. 


The influx of cheap tin onto the U.S. market catches Amer- U.S. buying for Oct.-Nov. shipment has risen slightly after 


A ROOM WHERE SEASONS ARE CHANGED — Orancves and grapetruits can be delectable long before they 


ictually attain the vivid vellow and orange colors of tree-ripened fruit. In order to make them marketable at an earlier date 
and thereby extend the fresh citrus fruit season, they are conditioned by a “degreening” process. The fruit is brought to huge 
packing houses and deposited in “degreening rooms” where it is exposed to a harmless gas which changes its color to the 
familiar orange and yellow of tree-ripened fruit. This process takes between 15 and 60 hours and enables consumers all 
over America to enjoy the succulent, nutritious citrus virtually all year around. In the Alcoma Packing Co., Inc., plant at 
Lake Wales, Florida, one of the largest individually owned fresh fruit packing plants in Florida, there are nine degreening 
rooms. Each room is approximately 30° x 30° and accommodates up to a thousand cases of fruit. For purposes of efficiency, 
flexibility and economy, the walls and ceilings of these rooms are all constructed with canvas. They were made and installed 
by Petersen Industries of Lake Wales and all were made from Mount Vernon duck. 


This is another example of how fabrics made by Mount Vernon Mills, Inc. and the industries they serve, are serving 


America. Mount Vernon engineers and its laboratory facilities are available to help you in the development of any new fabric 


or in the applic ation of those already available. 
a 
COMPAN Y 
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UNIFORMITY 
Makes The 7 a LEADER iN INOUSTRIAL TEXTILES 
Big Difference . : 


Main Office and Foreign Division: 40 Worth Street, New York, N. Y. 


N G aca h ¥ 2 


Branch Offices: Chicago * Atlanta + Baltimore * Boston * Los Angeles 


MOUNT VERNON MILLS, INC. PRODUCES A WIDE RANGE OF FABRICS IN THESE CATEGORIES: Army duck, ounce duck, wide duck, drills, twills, 
osnaburgs and sateens e Fabrics used by the canvas goods manufacturing industry @ Hose duck, belt duck, chafer fabrics and other special fabrics 
for the rubber industry ¢ Laminating fabrics and special constructions for the plastics industry @ Ironing machine aprons and cover cloths for the 
laundry industry @ Special fabrics for the coating industry e Standard constructions and specialties for the shoe, rug and carpet industries @ Dryer 


felts for paper making, aprons for harvesting machines @ Mop yarns and drapery fabrics ¢@ Work clothing fabrics for industry e Fabrics for U.S. Army 
and Navy e Specification fabrics for industry generally. 
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summer. Market ob- 
servers say it looks as if actual 
monthly imports of mill products 
into the U.S. will taper off and 
then recover somewhat later in 
the year. 

eee 


Bonn — Prices of German 
products are bound to go up if 
wage increases continue to out- 
pace productivity growth, warns 
the German Industry Institute in 
Cologne. 

The Institute said gross hourly 
wages in May 1961 were 10.2% 
above wages in May, 1960, 
productivity during the 
first half of 1961 was only 5% 
greater than during the corre- 
sponding period of last year. 

eee 


Tokyo—Japan is learning the 
hard way why the U.S. is so sen- 
sitive about its balance of pay- 
ments. The government’s latest 
estimate is that Japan will have 
$1-billion trade deficit for 1961, 
a drastic come-down from the 
$2-billion surplus predicted at 
the start of the year. 

To close the gap, Japanese 
economic planners are recom- 
mending the same type programs 
as their American counterparts: 
increased emphasis on exports 
and more encouragement to con- 
sumers to “Buy Japanese.” 

eee 

Bonn—The Leipzig Fair in 
East Germany got underway this 
month with far fewer West Ger- 
man exhibitors than in previous 
years. The Federation of West 
German Industries appealed to 
its members to boycott the fair 
because of the Berlin crisis. The 
result was that less than 300 West 
German firms were represented 
in Leipzig, compared with 1,000 
in 1960. West Germany was 
the only one of the 40 countries 
participating in the fair which 
tried a boycott. 

The number of exhibitors at 
the fall trade fair in Vienna also 
may drop off a bit, but for a 
different reason. Eleven Aus- 
trian tool manufacturers have 
decided to participate instead in 
the Brussels Machine Tool Ex- 
hibition, which will be held at 
the same time. 

eee 

New Delhi—India is depart- 
ing from its usual “cash only” 
policy in order to give a shot- 
in-the-arm to jute exports to the 
U.S. The State Trading Corp. 
of India is working out a barter 


deal with International Ore & 
Fertilizer Corp., New York, 


which calls for India to export 
$36-million worth of jute goods 
over the next three years in re- 
turn for fertilizers to be shipped 
by the U.S. from different parts 
of the world. 


Washington—Additional bad 
news for Free World petroleum 
marketing comes from a recent 
U.S. visitor to the Soviet Union, 
who points out that current Rus- 
sian priority on building up its 


|natural gas production, trans- 
mission and distribution capa- 
bilities probably will release 


| 
| 


more Red oil products for cold 
war use. 

Baxter D. Goodrich, senior 
vice president, Gas Div., Texas 
Eastern Transmission Corp., es- 
timated Russian gas production 
will total 150-billion cubic me- 
ters by 1965—three times over 
current levels. Goodrich was in 
Russia on an exchange trip 
sponsored by the American Gas 
Assn. 
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Follow-Up: 


Letters & Comment 


Car Data 
Quincy, Ill. 

There was an article on Co- 
lumbia Gas’ method of automo- 
bile purchasing in your Aug. 21 
issue (“How Columbia Gas Gets 
The Most for Its Money in Pur- 
chasing Fleet Cars,” p. 18). 

A sentence from this reads: 
“Columbia knows exactly how 
much each dealer must pay for 
the car from published data avail- 
able to all purchasing men.” 

Since we purchase quite a few 
cars and trucks for our own com- 
pany, we would very much be 
interested in knowing how to se- 
cure this list of dealer costs. 

H. C. Hurdle 
Purchasing Agent 
Moorman Mfg. Co. 

@There are several. Among 

them is “Car Tax’ available at 

$4 per copy from Car Tax, Inc., 

550 Fifth Ave., New York 

36, N. Y. 


Masonry Block 
Manitoba, Canada 

In the July 24 issue of Pur- 
CHASING WEEK, there appeared 
on page 15 an item that men- 
tions a new patented masonry 
block distributed by Shopping 
Centers Inc. (“New Masonry 
Block Set For National Distri- 
bution”’). 

We would like to receive ad- 
ditional information on this block 
and would appreciate your send- 
ing us the firm’s address. 

E. K. Foster 
Purchasing Agent 
Supercrete Ltd. 

@The firm is located at: 201 

Bessemer Building, Pittsburgh 

22, Pa. 


New Rubber 
Alden, N. Y. 
Your August 14 issue had an 
item on “ICI Unveils New Rub- 
ber” (p. 13). Would you forward 
the complete address of Imperial 
Chemical Industries, Ltd. 
President 
D. H. Rueger 
Hercules Packing Corp. 
@ilt is: Millbank, London SWI, 
England. 


Comptometer Corp. Sets. 
Nationwide Marketing of 
Electrowriter Systems 


Chicago—Comptometer Corp. 
is making its electrowriter sys- 


tems available on a nationwide 
basis for the first time. 

The company, which already 
markets the communications de- 
vices through its own sales force 
in areas served by the Bell Tele- 
phone System, has appointed 
Automatic Sales Corp. and Leich 
Sales Corp. as its national sales 
representatives. Both firms are 
subsidiaries of General Tele- 
phone & Electronics Corp. 

The electrowriter instruments 
transmit and _ receive written 
messages and drawings. 
may be attached to regular dial 
telephones to provide customers 
with alternate voice-write service. 

Selling and purchasing trans- 
actions, for example, can be con- 
firmed in writing before the tele- 
phone call is completed by using 
the system, a Comptometer 
spokesman said. 
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To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 
While your leters should be 
signed, if you prefer we'll pub- 
lish them anonymously. 

Send your letters to: “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 
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New Yardstick Devised to Cut Handling Costs 


New York—Yale & Towne 
Mfg. Co. has developed a new set 
of management tools for measur- 
ing the efficiency of materials 
handling systems. 

The company has attacked the 
problem of reducing the expense 
of handling materials by devising 
seven basic cost efficiency ratios 
that will help the average busi- 
nessman to recognize the “elu- 
sive” costs in this area. These ex- 
penses sometimes can constitute 
more than 30% of the cost of a 
product and yet not contribute 
one cent to the value of the item, 


a company spokesman noted. 
The ratios measure such cost 
factors as labor, space, equip- 
ment, and efficiency of movement. 
For example, the movement 
Operation ratio, which consists of 
the total number of moves divided 
by the number of productive op- 
erations, indicates the relative 
efficiency of a company’s han- 
dling plan. The lower the ratio, 
the more efficient the operation. 
In this case, Yale & Towne 
said a study of 14 small-to- 
medium sized firms showed 
a “surprising cluster” arising 


DIAGNOSIS: SEVERE TELEPHOBIA 
CURE: AMERICAN AIRLINES AlRfreighters & JETS 


Your multi-air carrier shipping problems to more than 
3,000 markets can be solved by one call to America’s 


leading cargo airline. This single contact puts the nation’s 


largest fleet of DC-7 commercial all-cargo planes at your 


disposal 


fully pressurized, 15-ton capacity. 


These AIRfreighters—plus a fleet of 707 Astrojets* 
with more consistent jetfreight capacity than ever before 
—are American’s answer to your air shipping needs. 
Now, whether your shipments are big in size, weight 
or both, American has the handling capacity with more 
than 800 daily flights. You can give same day or next 
morning delivery to 3,042 markets served by American 
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around the seven-to-one ratio. 
The company suggested that a 
plant-wide average of seven 
moves to accomplish one opera- 
tion is much too high. A four- 
to-one ratio would be a good 
target for a job shop, while con- 
veyorized plants should shoot for 
three-to-one, said Yale & Towne. 
The seven ratios are described 
in a 25-page hardcover booklet 
which can be obtained from the 
Yale Materials Handling Div. of 
Yale & Towne Mfg. Co., Roose- 
velt and Haldeman Avenues, 
Philadelphia 15, Pa. 


through 50 major cities. And you deal with just one 


carrier. One call does it all. 


Complete service like this day-after-day is why more 


shippers move more freight on American than on any 
other airline in America. Ship with the professionals— 


call American AIRfreight. 


Service mark of American Airlines, Inc. 


AMERICAN AIRLINES 


America’s Leading Cargo Airline 


Southwest P.A.s Schedule October Workshops | NAPA Dist. 3 Orientation Session 


Dallas Two concurrent 
workshops on_ standardization- 
professional development and 
public relations will highlight the 
iSth Annual Southwest Pur- 
chasing Conference, Oct. 5-6 
Designed to provide P.A.’s 
with concrete purchasing infor- 


mation. the workshops are 
scheduled to be held Thursday 
morning and afternoon to per- 
mit buvers to attend both ses- 
sions 

Richard C. Fast, Pan Amer- 
ican Petroleum Corp., Fort 
Worth, and Ben Brown, SJr., 
Acme Brick Co., VASCO and 
professional development  dis- 
trict committee chairmen, will 


direct one workshop. The other 
will be headed by Edward Ruth- 
ven, Republic National Bank of 
Dallas. assisted by William 
Munsell, Superior Iron Works & 
Supply Co., Shreveport, former 
and present district public rela- 
tions chairmen respectively. 

Over 800 


purchasing men 
trom a four-state area are eX- 


pected to be on hand for this 
District 2 conference. General 
speakers include Russell Stark, 
Burroughs Corp., Detroit, 
NAPA president; J. Erik Jons- 
son, board chairman, Texas In- 
struments, and a former Dallas 
association president; C. M. 
Doyle, General Dynamics, Fort 
Worth; M. M. Hargrove, dean 


of the School of Business Ad- 
ministration, Tulsa University, 
Chris Maier, Lone Star Steel, 


Lone Star, Tex., District 2 vice 
president. 
Paisley Boney, J. P. Stevens 


Co.. Greensboro, N.C., and 
Charles C. Johnson, R. J 


Reynolds Tobacco Co., Wins- 
ton-Salem, N.C., NAPA _ public 


relations chairman and _ vice 


University of Wisconsin 
Slates Courses for P.A.’s 


Madison, Wis.—Local  pur- 
chasing agents are being offered 
the opportunity to update their 
purchasing knowledge with a pur- 
chasing and materials manage- 
ment course given by the Man- 
agement Institute, University of 
Wisconsin. 

[The course begins Oct. 6 and 
will continue through the spring 
term. Subjects to be reviewed in- 


clude: negotiations, fringe func- 
tions of purchasing, impact and 


implications of automation, pur- 
chasing communications, — pur- 
chasing policies and ethics, and 


training and development of 
buyers. Two workshops also have 
been scheduled on _ purchasing 


techniques and value analysis. 
Information may be obtained 
from William P. Stilwell, as- 
sistant director, Management In- 
stitute, University of Wisconsin, 
P.O. Box 2098, Madison 5, Wis. 


Milwaukee P.A.’s to Fete 
Past Presidents of Group 


Milwaukee—All living past 
presidents and honorary members 
of the Milwaukee Assn. of Pur- 
chasing Agents were feted at a 
special dinner meeting. 

The oldest living past president 
attending was G. H. Money, who 
served as head of the group from 
1920 to 1921. T. C. Ray, man- 
ager of the purchasing depart- 
ment, Inland Steel Products Co., 
past president of the association, 
1960-1961, was also present. 
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chairman, respectively, will also 
address the group briefly. 

A roundup party has 
planned for Wednesday 
preceding the two-day 
Chief feature of the Thursday 
evening banquet will be the 
presentation of the Harold M. 
Cosgrove Award for the most 
outstanding service to purchas- 
ing. 


been 
night 
meeting. 


Last-minute meeting details 
are being finalized under the 
direction of John M. Morris, 
Lone Star Steel Co., general 


conference chairman. His com- 


en — a Si 


Lone Star Gas Co., Hotel res- 
ervation; Harold Stockton, Dal- 
las Power & Light Co., registra- 
tion; Frank Wodrich, Texas 
Instruments, program; Fred 
Bradley, Southern Union Gas 
Co., publicity; Ray Langford, 
Sun Oil Co., transportation and 


welcoming; A. M. Roper, Bear- 
ing Chain & Supply Co., 


recep- 
tion and banquet; C. M. New- 
som, Southern Union Gas Co., 


round-up part; Byrle Groce, Jr., 
American Liberty Oil Co., 
Ladies’ activities. 


ome Be oo 
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Kansas City, Mo.—How to 
prepare purchasing men to meet 
the challenges and changes of 
modern industry was thrashed out 
at the NAPA District 3 orienta- 
tion workshop meeting here. The 
one-day session drew P.A.’s from 
13 midwestern cities. 

Russell T. Stark, Sr., director 
of purchases, Burroughs Corp., 
Detroit, NAPA president, told the 
group that the purchasing profes- 
sion has changed greatly in the 
last 10 years. The missile age, he 


With 6,000 different kinds of lamps 


SYLVANI 
LIGHTS 
‘THE 


From a world leader in light, a steady 
stream of new and better ways to light 
your home, your business and your world 


At Sylvania we're in friendly competition with the sun. 
For more than 59 years we’ve made it our business to 
push back the darkness and bring in the light. 

Today, we make more than 6,000 different kinds of lamps 
to serve the world’s growing and almost unlimited needs 


for light. 


Just consider our family of fluorescent lamps, for exam- 
ple. Back in 1938, Sylvania brought fluorescent lighting 
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mittee includes: Gerdes Rice, | Takes Up Challenges to Purchasing 


stressed, has brought about need 
for more study and research. 
“About 53% of all company 
expenditures are made by the 
purchasing agent,” he said. “Some 
people think the agent is handed 
a slip of paper and told what to 
buy. In truth, purchases are now 
examined and given a variety of 
tests before they are bought.” 
NAPA $sstaff official Marshall 
Edwards pointed out that more 
than 200 courses are being of- 
fered in colleges to train P.A.’s 


ceeeene® 

an 
enene 
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to the market. In the intervening years 
we've pioneered more than a dozen major 
improvements in fluorescent lighting. 


Recently we introduced a VHO Powertube fluorescent 
that gives more light than a lighthouse. Our latest is a 
new “Natural White,” the first fluorescent to make colors 
look real and truly lifelike. 


Tomorrow, we'll have hundreds of new Sylvania lamps 
to show you. If you need lamps that are better, brighter, 
or more economical, see Sylvania. Wherever there is 
darkness — there is a Sylvania lamp to light the way. 
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Purchasing Week’s 
Professional Perspective 


CONSULTANT 
G. ALBERT HAYES 


Former NAPA President 

Discusses This P/W Headline 
‘California Public Buyers Set 
Certification Exam’ (p/w 8-28-61) 


he California State County and Municipal Purchasing Agents 
Assn. has announced a new purchasing certification program 
for public purchasing officials. Based on the California program, 
the National Institute of Governmental Purchasing proposes to 


start a drive to get a certification program into every state and 
local purchasing organization. 
These programs represent a much wanted desire of the 


Alt pur- 
chasing profession—that of professional certification. The Cal- 
ifornia group has set the requirements for Certified Public Pur- 


chasing Officer (CPPO) and the lower grade of Associate Public 
Purchasing Officer (APPO). The requirements are based on 
education, experience, written and oral examinations and appear 
to be patterned somewhat after the system of the British Purchas- 
ing Officers Assn., which I personally know is tough. 

Britain has made progress in the certification idea primarily 
because of the qualifications required for membership in the 
Purchasing Officers Assn. Full membership is available only to 
those who occupy responsible purchasing positions, and who 
either by experience or final examinations have qualified for such 
membership. The average age at the time of my visit in 1959 
was about 40 years, and I believe the age requirement (pre- 
viously 28) since has been raised to 35 years. 


SUBSIDIARY OF 


GENERAL TELEPHONE & FLECTRONICS ee) 


Lighting Division, Sylvania Electric Products Inc., Dept. 58, 60 Boston Street, Salem, Mass. In Canada: Sylvania Electric (Canada) Ltd., Montreal 
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In the early days of the as- 
sociation, which is now 30 years 
old, the examination requirement 
was there, but not strictly en- 
forced. In 1950 I observed much 
stricter enforcement and in 1959 
there was no doubt that the ex- 
aminations had become a “must”. 

And what examinations! My 
observation of the finals left no 
doubt as to the extent and com- 
pleteness of the coverage. To 
pass them one would need all of 
the three to five years of lecture 
exposure together with the practi- 
cal experience of many years. 


Sample Questions 


For example, on one of the 
Certification Exams, questions 
dealt with principals of purchas- 
ing, inventory control, raw ma- 
terials, legal aspects and traffic. 
Some were: 

1. How would you prepare a 
budget of expenditures, and what 
special factors have to be consid- 
ered? 

2. You are the stores officer 
for a company manufacturing 


‘heavy engineering products, us- 


‘ually to 


customers’ individual 
requirements. State what basic 
system of stock you prefer to see 
in Operation. 


3. Locate the chief centers of 
iron and steel production in the 
U.S.A. and explain why such in- 
dustry has grown up in each 
area. 

4. What conditions have to be 
fulfilled to make a commercial 
contract enforceable at law? 

Associate membership is 
available to those in purchasing 
departments at least 23 years old 
and who have completed the pre- 
liminary educational require- 
ments of the association. And 
that isn’t easy either. 

The association’s courses fol- 
low closely the Management 
Education Scheme recommended 
by the Ministry of Education, 
under which a number of man- 
agement associations adopt a 
Common Intermediate course of 
three years duration, followed by 
a two-year final course in their 
own special subjects. Courses of 
study for the Common _ Inter- 
mediate, Ordinary and Higher 
National Certificates, “and the 
association’s final examinations 
are available at very many col- 
leges throughout the country. 


Intermediate management 
courses include subjects such as 
modern industrial organization 


and management, economic as- 
pects of industry and commerce, 
the legal aspects of industry, in- 
dustrial psychology, financial and 
cost accounting, incentive plans 
and work measurements, and of- 
fice organization and methods. 


Further Survey 


With all this, the candidate 
passing these courses is subject 
to further survey of his qualifica- 
tions by a committee from the 
association. Thus, the British 
Purchasing Officers Assn. can 
truly say that it “is the profes- 
sional body whose examinations, 
leading to corporate membership 
of the Association, are the re- 
cognized qualifications for pur- 
chasing appointments.” 

POA can make certification 
because of its system. But to 
date NAPA, has, because of its 
different set-up and _ require- 
ments for membership, depended 
on professional education as the 
means for members to “self cer- 
tify” themselves as “Certified 
Purchasing Agents.” 
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State Atty. Gen. 


Charges 8 Firms 


Carved Up Texas School Bus Market 


Austin, Tex.—Attorney Gen- 
eral Will Wilson has filed an anti- 
trust suit in District Court here 
charging eight firms and a num- 
ber of their officers with rigging 
bids on school buses sold to the 
State 

Named as “dominant figure 
and moving in the con- 
spiracy is Ray Cowan, president, 
Austin Motor Co., Inc. Before 
entering the bus business in 1951, 
according to the suit, Cowan was 
employed by the State Board of 
Control as assistant purchasing 
agent in charge of buying school 
buses. 

The suit alleges the defendants 
divided the school bus market 
among themselves by percentages 


force” 


during the period Jan. 1, 1955 
to Aug. 16, 1961, and that they 
enforced these allocations by 


“non-competitive, collusive and 
rigged bids.” The suit asks for 


statutory penalties from each de- 
fendant of not less than $50 nor 
more than $1,500 for each day 
of the conspiracy. 


New Jersey Benefits 
As Bidding on Rock 
Salt Gets Competitive 


Trenton—The State of New 
Jersey has received competitive 
bids on a rock salt contract for 
the first time since 1958 and as a 
result will pay at least $1.97/ton 
less for salt this year than it did 


in 1960. 
Bids received on this winter's 
contract of 15,000 tons were 


$14.63, $14.83 and $15.43/ton 


RELIABLE 
Laminated Plastics 
for Electrical 

& Electronic Parts 


j 
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An Example of 


Synthane You-shaped Versatility 


Here, from one reliable source, you can satisfy all 
your requirements for laminated plastic materials 
or fabricated parts. High temperature laminates, 
flame-retardant laminates, copper-clad laminates 
as well as all the widely-accepted electrical grades. 


Complete 


facilities for quality-controlling desired 
properties and for environmental testing. 


For 


parts fabricated to your specifications we are 
equipped with a complete tool room for special- 


ized dies and fixtures. 


You- 


shaped Versatility makes Synthane a Bet 


fer Buy in Laminates 


SYNTHANE) 


comeasaen Ul OAKS, PENNA. 


Gentlemen 


Name 


Please send me information relating to Synthane as a source 
for laminated plastic materials and parts 


es | 


Synthane Corporation, 8 River Rd., 


Oaks, Pa 


Address 


[ 
| 
| 
| 
| 
| 
| 
| 
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| bide 


for salt delivered to stockpiles, 


said Charles F. Sullivan, director, 
Div. of Purchase and Property. 
Last year, when all bids were 
identical, the state paid $17.40/- 
ton. 

Sullivan said the salt com- 
panies lowered the price this year 
by squeezing transportation costs. 
“While the delivered price fell, 
all companies quoted the same 


price—$8.40/ton—for salt at the 
mine both this year and last,” 
he said. 

He pointed out that the com- 
pany submitting the low bid of 
$14.63 obtained that figure by 
agreeing to give the state a 
freight rate based on seven rail 


car loads even if deliveries were 
made in single cars. This factor 
alone lowered their bid by $1.22- 
ton, said Sullivan. 

This year’s bids were sub- 
mitted by Morton Salt Co. di- 
rectly and by dealers for Inter- 
national Salt Co. and Ace Cay- 


|uga Rock Salt Co. 


New British Company 
To Make Plastic Film 


London—Shorko, an affiliate 
of National Distillers & Chemical 
Corp., has reached a preliminary 
agreement with Metal Box Co., 
Ltd., to form a joint company in 
the United Kingdom for produc- 
ing plastic film and packaging 
materials. 

Plans call for the new company 
to make biaxially oriented poly- 
propylene film, which was intro- 
duced on the U. S. market in 
1960 by Kordite Co., a division 
of National Distillers. The film 


competes with cellophane in the 
packaging field. 
The Shorko firm is owned 


equally by National Distillers and 
the Royal Dutch Shell Group. 


Gulf Expands Production 
Of 434-X Pipe Coatings 


Houston—Gulf States Asphalt 
Co., Inc., has expanded produc- 
tion facilities for 434-X pipe 
enamel from 4 to 17 plants 
through = an_ association with 
Trumbull Asphalt Co. of Dela- 
ware. 

Lloyd F. Bramble, Gulf States 
president, said the new arrange- 
ment will enable his company to 
make the pipe coating product 
available more competitively 
across the country. Gulf States 
will supervise production of the 
enamel at all plants. 


C-B Sets Up Heater Div. 


Milwaukee Cleaver-Brooks 
Co. has set up a heater division 
to strenghten its participation in 
the high temperature process 
fields. The division, formerly 
known as the Road Machinery 
Div., manufacturers hot oil heat- 
ers, dowtherm boilers, waste heat 
boilers, sulphur boilers and as- 
phalt heaters for the petroleum, 
chemical, construction, and food 
industries. 


New Plant Starts Output 


Brownsville, Tex.— Union Car- 
Chemicals Co. has begun 
production of acetic acid at its 
new plant here. Production sched- 
ules also are being drawn up for 
acetic anhydride and methyl ethy] 
ketone. 

The company said the three 
chemicals will be made in large 
quantities to fill demands of the 
current chemical market. 
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National Distillers, 
Cerro Corp. May Form 


Joint Aluminum Firm 


New York—National Distillers 
& Chemical Corp. said its Bridge- 
port Brass Co. division may be- 
come a partner in the $50-million 
primary aluminum plant which 
Cerro Corp. is considering in 
Wauna, Ore. 

rhe plant would have an annu- 
al capacity of 56,000 tons. Cerro 
previously had revealed that it 
has taken an option on a plant 
site near the mouth of the Colum- 
bia River at Wauna. Cerro also 
has signed a 20-year contract 
with the Bonneville Power Ad- 
ministration to supply power to 
the proposed plant. The contract 
calls for delivery to start by Sept. 


National and Cerro said that if 


the project is approved, they will 
form a joint subsidiary to finance, 
construct, and operate the facility. 


r 


Choice 
of the 


New Firm Formed 
To Develop Telemeter 
Products for Industry 


Philadelphia —Baldwin-Lima- 
Hamilton Corp. and Industrial 
Process Engineers, Newark, N.J., 
have established a joint subsid- 


lary, fransite!l —_ International 
Corp., to develop telemetering 
equipment and systems for in- 


dustry it was reported here re- 
cently. 

The new company will con- 
centrate initially on developing 
devices for automatically reading 
industrial meters, checking credit 
cards, gathering weather informa- 
tion, and for use in other opera- 
tions where rapid data transmis- 
sion is required. 

William S. Ginn, B-L-H presi- 
dent, said that for the present, 
Transitel does not intend to do 
its own manufacturing. The new 
company will be located in 
Paramus, N.J. 


Sat ek, A RED SOEs 


high quality WEBSTER 
CARBON PAPERS 


With Webster MultiKopy in your typewriter 
carriage you get so many advantages. 


Exclusive, Uncoated Numbered Edge makes 
carbon handling easier and cleaner. It insures 
you neatly typed, even carbons every time. 


Stays Flat even in extreme temperatures. 


Each sheet 


is specially treated to insure 


smooth, flat, uniform handling ease. 


Weights and Finishes to fit individual needs. 
You'll get crisp, clean results whatever your 


typing requirements. 


And Webster offers you a variety of other 
high quality duplicating supplies: typewriter 
ribbons in cotton, nylon and silk for all type- 
writer makes; office machine ribbons for most 
types of adding, accounting, tabulating and 


addressing machines; 


carbon paper rolls, and 


spirit duplicating papers and master units. 


plus: hand cleansers, type cleaners, instrument 
oil, and duplicating fluid. 


At better office equipment dealers every- 
where — make it clear you want 


Webster 


MultiKopy Durametric Carbon Papers 


Always send a “‘Time-Saver”’ courtesy carbon copy 


F. S. Webster Company 


e 7 Amherst Street « Cambridge, Mass. 
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Industry News in Brief 


Mallory Shifts Sales 


Indianapolis—Mallory Timers 
Co., a division of P. R. Mallory 
& Co., Inc., has transferred its 
sales, engineering and adminis- 
trative groups from Warsaw, 
N.Y., to Indianapolis. The com- 
pany, which has plants in War- 
saw, Mt. Morris, N.Y., and Pana, 
Ill., makes sequence’ timer 
switches for the appliance indus- 
try. 


Open Southern Office 


Cleveland — Republic Steel 
Corp. will establish a new district 
sales office in Atlanta, Ga., on 
Sept. 5. The new office will serve 
Florida, Georgia, North and 
South Carolina, southern Virginia 
and eastern Tennessee. These 
areas previously have been served 
by the company’s Birmingham, 
Ala., office. 


Name Changed 


Milwaukee — A. O. Smith 
Corp. has changed the name of 
its Reinforced Plastics Div. to the 
Glass Fiber Products Div. 


Sales Rep Named 

Syracuse, N.Y.—Nixon Gear 
& Machine Co., Inc., has ap- 
pointed A-D Associates as_ its 
exclusive sales representative for 
the metropolitan New York, 
Long Island, and New Jersey 
areas. A-D Associates has offices 
in Valley Stream, N.Y., and 
Plainfield, N.J. 


Freeway Appoints Healy 

Cleveland — Freeway Washer 
and Stamping Co. has appointed 
E. S. Healy & Associates, Crystal 
Lake, Ill., to represent its line 
of metal washers, small precision 
stampings, and semiprecision ball 
bearings in Chicago. Freeway 
said the move reflects a growing 
demand for more personal service 
and improved local pricing in the 
Chicago area. 


Ford Sets Up Office 


Los Angeles — Ford Motor 
Co.’s Defense Products Group 
has established an office here to 
represent its Aecronutronic Div. 


and Special Military Vehicles 
Operations, both of which are 
headquartered in Dearborn, 
Mich. 


Subsidiary Formed 

San Francisco—Boothe Leas- 
ing Corp. has formed a wholly 
owned subsidiary in San Juan, 
Puerto Rico, which, like the par- 
ent company, will specialize in 
long-term leasing of industrial 
and construction machinery and 
equipment. 


Division Established 


Los Angeles — U.S. Mobile 
Communications Corp. has es- 
tablished a Northern California 
Division with offices in San 
Francisco. The comnanv dis- 
tributes mobile communication 
devices and closed circuit tele- 
vision systems. 


2 Firms Named 
New York—Atlantic Metal 
Hose Co. appointed two new 
agents to represent its line of 
flexible metal hose: Engineered 
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Air, division of Thermal Com- 
ponents, Inc., Buffalo, N.Y., and 
H. M. Summerall Co., Rich- 
mond, Va. 


Distributors Named 
Lancaster, Pa. — Armstrong 
Cork Co. has named 35 janitor- 
ial and institutional supply 


Sales Office Opened 

Cincinnati—Continental Mfg. 
Co., producer of chemical pro- 
cess valves, has opened a new 
office in Houston, Tex., to pro- 
vide regional sales management 
and technical assistance to com- 
pany representatives and dis- 
tributors in the states of Louisi- 


houses to distribute its new line’ ana. Texas, New Mexico and 
of commercial flooring mainten- Arizona. 

ance products. The new prod- 

ucts include heavy duty floor Channel License 

wax, polymeric flooring finish : 
and heavy duty floor cleaner. Cleveland — Clevite Elec- 


NOW 


easiest opening 
closure on earth! 


... another advantage P 


for 2 STRIP 
CASE SEALING 


LUDLOW’S N EW 


NON - STAINING 


tronic Components, division of 
Clevite Corp., has given Chan- 
nel Industries, Inc., Santa Bar- 
bara, Calif., rights to produce 
piezoelectric barium titanate and 


lead zirconate-lead titanate 
piezoelectric ceramics. Piezo- 
electric devices are used in a 


wide variety of products, rang- 
ing from phonograph cartridges 
to ignition systems. 


Spencer Merges Suppliers 


Kansas City, Mo. — Spencer 
Chemical Co. has merged two 
suppliers of flexible packaging 
materials which it recently ac- 
quired. The new firm created 


by bringing together Flexicraft 


Industries, Inc., New York City, 


and Wrapture, Inc., Flushing, 
N.Y. will operate as a Spencer 
subsidiary. 


Lockheed Buys 


Burbank, Calif. — Lockheed 


Aircraft Corp. said it has 
reached agreement with Petro- 
tex Chemical Corp., Houston, 
Tex., to acquire complete 
ownership of Grand Central 
Rocket Co. Lockheed already 
has a 50% interest in Grand 


Central, a producer of solid pro- 
pellant rockets with headquar- 
ters and research and develop- 
ment facilities at Redlands, 
Calif. 


“Quick-Strip REINFORCED SEALING TAPE 


2-strip case sealing with Quick-Strip wins friends for your 
product because it offers important new packaging con- 
venience. Ludlow’s reinforced sealing tapes with new 
non-asphaltic Quick-Strip takes the mess, effort, and 
delay out of opening cartons — leaves no tar-like smears 
on knives, counters, clothes, products, or people, as or- 
dinary reinforced tapes do. And it’s the lowest-cost 
non-asphaltic tape on the market! 


wllow 


GLASPUN-SNAKETAPE 


Quick-Strip is reinforced for tremendous strength, yet 
peels away readily when you want it to, leaving only a 
light kraft tissue that slits easily with the slightest touch. 
Give your cartons the sealing-power and opening-appeal 


of modern Quick- Strip. 


LUDLOW PAPERS, Dept. PW91, Needham Heights 94, Mass. 


A Division of Ludlow Corporation 


Name 


Send me details and samples of 
Ludlow non-asphaltic Quick-Strip reinforced tape. 


Firm 


Address 


The most extensive service on printed tapes in the industry, ranging up to seven colors 
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Meetings You May Want to Attend 


FIRST LISTING 


Steel Marking Tool Institute—Ist Annual 


Meeting, Congress Hotel, Chicago, Sept. 
13-15. 
Carolinas Association of Governmental 


Purchasing—Holiday Inn, 
Sept. 22. 


Fayetteville, N.C., 


American Production & Inventory Control 


Society—4th Annual National Conference and 
Technical Exhibit, Pick Congress, Chicago, 
Sept. 27-30. 

National Institute of Governmental Pur-| 
chasing— 16th Annual Conference & Prod- 
ucts Exhibit, Hotel Commodore, New York 
City, Oct. 8-11. 


National Aeronautics & Space Engineering 
and Manufacturing Meeting—Hotel Ambas- 
sador, Los Angeles, Oct. 9-13. 


Metal Lath Manufacturers Association Meet- 
ing—The Miramar, Santa Monica, Calif., Oct. 
11-12. 


4th Petroleum Industry Management Sem- 
inar—Purchasing Agents Assn. of Tulsa, 
Western Hills Lodge, Lake Fort Gibson, Okla., 
Oct. 18-20 


1961 Computer Applications Symposium 
Armour Research Foundation of Illinois, Mor- 


rison Hotel, Chicago, Oct. 25-26. 


NAPA, District 8 
Essex House Hotel, 


Purchasing Conference, 
Newark, N. J., Oct. 25-27. 


National Metal Trades Association Conven- 
tion—Hotel Commodore, New York City, Oct. 
29-Nov. 1. 


National Electrical Manufacturers Assn.— 
35th Annual Meeting, Plaza Hotel, New York 


| City, Nov. 16. 


Routine or rush, specify Delta Jet Freight— 


XT STOP: THE MOON 


Space helmets to propulsion units, first fly Delta Jet 
before they zoom to outer space. Delta Air Freight is always 
faster, often cheaper than surface transportation for routine 
or rush shipments. Delta has overnight nationwide delivery 
plus connections to every international destination. 


EXAMPLES, DOOR-TO-DOOR: 


. s j P+ 2" 0” ty 
: Was ~T [7 LZ \y 
Pon NN 
100 Ibs. Los Angeles to Canaveral $29.85 Le: eae X 
300 Ibs. Miami to Chicago $28.95 


OE LTA 


the air line with the BIG JETS 


18 


General 
Offices: 
Atlanta, 
Georgia 


>. 


| Westward Ho Hotel, 


PREVIOUSLY LISTED 
SEPTEMBER 


Industrial Distribution Conference 
Hilton Hotel, Cleveland, Sept. 11-12. 


Statler 


Metal Mining and Industrial Minerals Con- 


vention—Olympic Hotel, Seattle, Wash., Sept. 


11-13. 
Instrument Society of America—Fall Instru- 
ment-Automation Conference and Exhibit, Me- 


Sports Arena, los Angeles, Calif., 


11-15. 


morial 
Sept. 


International Organization of Vacuum Sci- 
ence & Technology Meeting—Sheraton Park 
Hotel, Washington, D. C., Oct. 16-19. 


National Industrial Conference Board—9th 
Marketing Conference, Waldorf 
New York City, Sept. 20-22. 


Annual 
Astoria Hotel, 


Fall 
, Sept. 


Meeting, 
25-26. 


Pressed Steel Institute 
Homestead, Hot Springs, Va 


Pacific 
Conference, 


29-30. 


NAPA, District 1—14th Inter- 
Purchasing Agents 


Phoenix, Sept. 


mountain 


CM — mark of 
quality chain. 


it’s 


BRANDED 


for lifetime identification 


ts SAFER 


hecause you can be sure 
of its grade (strength) 


BBB — grade of coil chain made from low carbon steel. 


HOW IT'S DONE —The mark is embossed 
onto, not stamped into, the link. 


Available on Inswell Proof Coil, BBB, 
High Test and the %” and smaller 
sizes of Herc-Alloy chain. 


SPECIFY CM INSWELL FOR THIS NEW FEATURE 


RUGGED - DURABLE 


COLUMBUS McKINNON CHAIN DIVISION 


ORPORATION 


TONAWANDA, NEW YORK 
NEW YORK + CHICAGO «+ CLEVELAND 
SAN FRANCISCO 
Warehouses: Son Francisco, Portland, Oregon, 
Salt Lake City and Dixon, Illinois 
In Canada: Columbus McKinnon Limited, 
St. Catharines, Ontario 


om® nswer® 4ERC-aLLoy® 


APP. FOR BRANDED CHAIR 
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OCTOBER 


NAPA, District 2—15th Annual Southwest 
Purchasing Conference, Statler Hilton Hotel, 
Dallas, Oct. 5-6 


First Annual Western Building Industries Ex- 
position—Great Western Exhibit Center, Los 
Angeles, Oct. 7-10. 


National Institute of Governmental Purchas- 
ing (NIPG)—16th Annual Conference and 
Product Exhibit, Hotel Commodore, New 
York City, Oct. 8-11. 


Carolina, 
Char- 


Trade Fair—-State of North 
Charlotte Coliseum-Merchandise Mart, 
lotte, Oct. 12-21. 


4th Annual Petroleum Industry Purchasing 
Management Seminar—Purchasing Agents 
Assn. of Tulsa, Western Hills Lodge, Lake 
Gibson, Tulsa, Okla., Oct. 18-20. 


Purchasing Conference, 
Oct. 24-25. 


NAPA, District 9 
Hotel Bradford, Boston, Mass., 


Computer Applications Symposium—Mor- 


rison Hotel, Chicago, Oct. 25-26. 


“We order all our 
recording charts 
from this 


ad 


one book! 


You save money, cut down on 
paper work, and keep engineer- 
ing people happy when you buy 
recording charts from this new 
GC Stock List. More than 15,000 
circular, strip and rectangular 
charts are listed here, cross-in- 
dexed by instrument manufac- 
turer and type — most are avail- 
able for immediate shipment. 

You'll save money—GC Record- 
ing Charts are more economical 
and you can order in large quan- 
tities, for periodic shipments. 
You'll reduce paper work— you'll 
write fewer orders—and deal 
with only one chart representa- 
tive. Your engineering people will 
be happy—GC Recording Charts 
will give them the performance 
they demand. 

This 64-page stock list is fac- 
tual and it’s free. Let us send you 
a copy. Also, send us a chart 
number or two, we'll send you 
samples. Have yourengineers put 
these GC Recording Charts to 
every test in the book—we’ll rest 
our case on the results, 


RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 


Buffalo 10, New York 
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New Plants, Expansions 


Construction Started 


Ft. Wayne, Ind—Rea Mag- integrated 
© Columbian manufactures carbon 


special carbons, ink, and 


net Wire Co., subsidiary of Al- 
coa, started construction here of 
a new 250-ft. 
for manufacturing, warehousing, 
and shipping aluminum magnet 
wire. Completion is scheduled 
for Jan. 1, 1962 at an estimated 
cost of $750,000. 


Merger Okayed 


and Technology 
Corp., Acton, Mass., has been 
approved by _ shareholders of 
both firms. Bowmar, which will 
be the surviving corporation 
when the merger becomes ef- 
fective Oct. 2, specializes in 
electromechanical servomechan- 
isms. TIC produces precision 
potentiometers, navigation de- 
vices and controls for industry 
and laboratory use. 


LI Expands Line 

Beverly Hills, Calif. — The 
Business Machine Group of Lit- 
ton Industries said it has ex- 
panded its line of products by 
acquiring Cole Steel Equipment 
Co., New York, a manufacturer 
of office equipment. 


Cities Service to Buy 
New York — Cities Service 
Co. plans to acquire Columbian 
Carbon Co. in what would be a 
major diversification for each 


Leaseway Transportation 
Enters Auto Fleet Field 
Through New Subsidiary 


Cleveland—Leaseway Trans- 
portation Corp., a large truck 
lessor and _ contract carrier, 
has entered the automobile fleet 
leasing field. 

The company has organized 
a wholly owned - subsidiary, 
Leaseway System Corp., to han- 
dle the automobile fleet leasing | 
operation on a_ nation-wide 
scale. In addition to finance 
leasing, the new firm will offer 
budgeted maintenance plans and 
marketing services, including 
purchase and sale of customer- 
owned cars. 

Noting that the parent com- 
pany is one of the “nation’s 
four largest buyers of commer- 
cial vehicles,’ William J. 
O'Neill, president of the firm, 
said “this purchasing power and 
experience is immediately avail- 
able to Leaseway System Corp. 
Also, we have established a na- 
tion-wide dealer network so that 
we can buy or dispose of any 
type of automobile at substan- 
tial savings to our customers. 
These savings would be over and 
above the advantages gained 
through our finance leasing 
plan.” 

The Leaseway Plan will in- 
clude fleets of 1962 models. The 
company will, however, buy and 
lease back recent model cars of 
new customers where such cars | 
still are in good condition, said | 
O'Neill. 

“We will offer industrial sna | 
commercial firms the same fi- 
nance leasing and other advan-| 
tages in connection with their | 
automobile fleet needs as we} 
make available in serving their | 
highway transport 
O’Neill concluded. 
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black, 
x 400-ft. plant Pisments. . : 

P to approval of stockholders of 
both companies. Blair. Inc.. 


Connor Steel Expands 


Birmingham, 
Porter Co.’s Connor Steel Div. 
has begun construction of a 40,- 

Ft. Wayne, Ind.—Merger be- O00 sq. ft facility for fabricating 
tween Bowmar Instrument C orp. reinforcing bars at its plant here. 
Instrument Completion of the 


needs,” 


firm. Cities Service is a major project is scheduled for early 


oil company, while fall. 


The merger is subject a 
Texarkana, 


saddles, 


S-B Opens Facility 


Marketing Pact Signed 
$500,000, Los Angeles 


Chemical Corp. 
keting agreement 
Chemical Corp., 
Borax exclusive 


glass and ceramic 
the U.S., Canada, 


San Francisco man- 
ufacturer of pipe repair clamps, 
flexible couplings, and 
pipeline fabrications, has opened 
Ala. — H. K. a new manufacturing, sales and strom, Inc., 
warehousing facility here. 


electronic and 
ment and 


-U.S. Borax & 


“in principle” on 


New technical advances 
in labeling... packaging. .. tagging 


New-found answers to top management’s 
questions are now bringing smiles to the 
faces of busy packaging, purchasing and 
sales promotion executives. 


Questions like... ‘*‘Why can’t our prod- 
ucts have labels as attractive and sales- 
compelling as those on best-selling packaged 
goods?’ .‘‘Why can’t we get better 
display space for our products?” 

“‘Isn’t there another way to lower the high 
cost of paperwork?’”’... ‘‘Can’t we get 
more work out of our "costly tabulating 
equipment?” 


All these questions and many more are now 
being answered in novel ways by 
Dennison... originator of more new 
labeling, tagging and packaging tech- 
niques than any other single source. 


New look of distinction 
in brand identification 


Prestige-building, embossed foil labels on 
famous-brand, film-wrapped bed sheets are 
not surprising. But, when their ‘‘golden”’ 
gleam draws all eyes to ice cream freezers, 
you might ask, ‘‘What’s going on here?” 


Sales-minded label buyers can tell you. 
They'll tell you that prestige labeling is no 
longer the exclusive property of foods, cos- 
metics and other self-service package d 
goods. They’ll tell you that the acenmadeal 
elegance of Dennison PRES-a-ply foil 
labels adds a profitable sales-plus to home 
appliances and other hard goods. They’ll 
also tell you that Dennison’s exclusive 
printing, embossing and die-cutting tech- 
niques can duplicate any effect you may 
have envied in packaged goods labels. 
Applied by finger-tip pressure to just about 
any surface, these eye-catchers have a 
ested record of lifting the value of non- 
packaged products far above price. 


Less glamorous, but equally effective, 
Dennison PRES-a-ply labels . . . auto- 
matically dispensed and applied... are 
helping all kinds of manufacturers score 
profitable point-o: ~urchase successes with 


price-off, premium and other promotions, 
Our new fact folder tells the whole story 

. both prestige and promotional. Write 
for it today. 


Increasing impulse buying 
with blister packaging 


When self-selection items are too small to 
tag or label, two other alternatives face 
aggressive merchandisers: carding or blis- 
ter packaging. Which is better? 


Paul Buhl, assistant merchandise man- 
ager of Dennison’s Resale Products Divi- 
sion, faced that decision within the past year. 
He chose blister packaging for the Dennison 
Glue-Point Dotter . . . now a best-seller in 
stationery stores and departments from 
coast to coast. This choice was made in 
spite of the fact that Dennison is also a 
leading supplier of merchandising cards to 
America’s top companies. 


Blister Packaging offers three advan- 
tages. 1. Retail merchandise buyers, re- 
sponsible for maximum volume per square 
foot of counter space, prefer blister-packed 
items because they sell faster than carded 
merchandise. 2. Blister packs keep mer- 
chandise clean, enhance its appearance and 
motivate dominant display on counter, 
rack or pegboard. 3. They have the pick-up 
appeal that spurs impulse buying; yet they 
reduce pilferage to a minimum. 


You pay nothing extra for Dennison’s 
own successful retail experience with blister 
packs. You can be sure of unbiased recom- 
mendations because Dennison uses all 
kinds of packaging for its gift wrappings, 
crepe paper, diaper liners and more than 
5,000 other packaged items sold at retail. 


Dennison’s blister packaging service is 
complete. It includes design, manufacture 
of both cards and blisters and contract 
assembly. You can choose all or any part 
of this start-to-finish service and be sure 
of maximum point-of-purchase impact per 
dollar. Our new fact folder tells you all you 
need to know about blister packaging. 
Write for it today. 


applies special 
LATEX 


adhesive 


Gp 


CUEAM & EASY TO HANDLE 
QUICK, CONVENIENT TO USE 
MAKES UP TO $000 DOTS 
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signed a mar-|proposed merger. 


making U.S. poration. 
distributor of|approved by the 
Vitro rare earth products to the | stockholders. 

industries in 
and Mexico. 
Vitro will continue to market | 
these products in industries not 
Tex. — Smith- normally served by U.S. Borax. | Inc., 


Daystrom Plans Merger 
Murray Hill, N.J. 


electric 
components, and flexible plastic films, 
Houston resins and alkyd paints. Plant is 


Schlumberger, Ltd., 
have agreed scheduled to go into operation 


electronics concern, 


Texaco to Build 


finery here. 


terms of aby 1963. 


Pin-fed tags and labels 
automatically imprinted 
by tabulating equipment! 


Owners of high-speed tabulating equip- 
ment have struck it rich. They’re now 
reducing paperwork costs, increasing cler- 
ical efficiency and collecting extra divi- 
dends from data-processing investments 
by using Dennison tags and PRES-a-ply 
labels as continuous print-out forms for 
Burroughs, Friden, IBM, Remington- 
Rand and other pin-fed data processing 
systems. This direct, automatic translation 
of information from punched cards or tape 
to tags and labels eliminates the extra cost 
of manual, typewriter, plate and stencil 
imprinting. 


Dennison pin-fed PRES-a-ply labels are 
now being used to save time and costs in 
posting payroll, sales and order data on 
record cards...in labeling file folders, 
bins and box ends...in production and 
inventory control systems. Because 
Dennison PRES-a-ply labels adhere to 
just about all surfaces with finger-tip 
pressure, their use is virtually unlimited. 


Dennison pin-fed continuous tags, auto- 
matically imprinted by tabulating equip- 
ment, are also being used to cut the costs 
and raise the efficiency of identification, 
production, inventory, packaging and 
shipping systems. 


NEW FACT FOLDER 


If you’re looking for new ways to increase 
sales and reduce costs, this free fact folder 
will be a gold mine of information for you. 
It describes tech- 
niques and_ shows 


samples of tags, arrecren 
labels and other de- iy = 4 
vices now being em- “htsirid 
ployed by America’s Ke ———— 
most successful (oe 

firms. For your free 

copy, write directly 

to Dennison Mfg. 

Co., Dept. W-291 “Oe ates 


Dennison 
Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 


Schlumber- 
with Vitro ger will be the surviving cor- 


The proposal must be 
Daystrom 


Port Arthur, Tex. — Texaco 
will build a large naphtha- 
lene plant with an annual capac- 
ity of 100-million Ib. at its re 
Paphthalene is an 
— Day- important raw material for mak- 
manufacturer of ing phthalic anhydride, which in 
equip- turn is used for production of 
polyester 


P/W School for Strategists Begins . . . 


Achievement 


Awards 


A Fresh Semester for Sophistica 


Enlarged Curriculum Offers New Tests of Skills to Match 


So Enroll Now and Learn How You Can Sharpen You; Bu 


or about a year now, Purchasing Week’s prize-winning “School for Strategists” 

has challenged you with a type of game called the Strategy Game. You 

matched your wits against an equally smart opponent, plotting your course of 
action visually in a little matrix like this: 


Once you get the hang of this play, it turns out to be fairly simple. Not only 
that—it also fails to be sophisticated enough to solve many real-life situations. For 
in the games presented thus far, one—and only one—strategy was sanely possible 
for both players. 

Suppose, though, a single, rigid course of action is too limited? Suppose you 
are confronted with a situation that requires you to duck and punch like a prize- 
fighter? Now you would have to invent a mixture, or combination, of strategies. 
How can this be done scientifically? 

That’s what Consultant John M. Owen, Jr., is going to demonstrate for you 
in a new series of Mixed Strategy Games beginning with this issue. 

To sneak up on this broader concept gradually, let’s play an old-style, single- 
strategy game first and then convert the same game into a mixed-strategy problem 
to highlight the difference. 

Here’s a familiar single-strategy game and its solution: 


REVIEW PROBLEM 


Two competing companies—Arnold Corp. and Byerson Corp.—want to bid 
on a contract. Here is their situation: 

elf Arnold bids and Byerson does not, Arnold will lose $2,000. 

e If both bid, Arnold thinks he can gain $1,000. 

elf neither bids, Arnold thinks he’s $3,000 better off than Byerson. 

elf Byerson bids, and Arnold does not, Arnold figures he’s $2,000 ahead. 

What should Arnold do? 


1. Sort his possible moves into two logical groups: 1) What happens if he bids, 
and 2) what happens if he doesn’t. This is what you get: 


Dollar Value of Move 


: to Arnold 
Arnold bids, Byerson doesn’t... POO eT TCT $2,000 
eG, Se WI NS os. ow niin cccnccc0eessceeseereewet.s $1,000 
Arnold doesn’t bid, neither does Byerson............ cinerea $3,000 
Arnold doesn’t bid, Byerson does a a iceeeiee ; $2,000 


2. Now put the dollar value of each move in a box (called matrix) so you can 


inspect the situation. You want to solve it from Arnold’s point of view, so write 
Arnold's moves at the left and Byerson’s at the top, like this: 


Byerson Byersen 
Deesn't Bids 
Arnold tS 
Bids — 2, 000 #/,000 
Amold B 9 4 
Doesa’t Beer 72,000 


3. Find the lowest value in each horizontal series, and the highest value in 
each vertical series. Here’s what you get: 


Byerson byerson 
Doesn'+ Bigs 
3 id 
Nnaold 
¢ J coc #2 000 #2 000 * 
Loe sn't } ’ F 
# 3,000 F2,000 *X 


4. Note that the figure $2,000—starred for visibility—is common to both 
horizontal and vertical series. THIS FIGURE IS THE STRATEGIC SOLU- 
TION TO THE PROBLEM. To put it another way: Arnold should not bid, 
and Byerson should. This is the best settlement for both. 

Now let’s convert this same game into a much more complex, mixed-strategy 
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situation. This is done in a jiffy simply by arbitrarily re-rigging the contents of the 
matrix (while we're at it, well also drop names, zeros, dollar signs, etc., in the 
interests of concentrating solely on the arrangement of numbers). So, using new 
numbers, here’s what our rejiggered matrix looks like: 


B 


-190 


If you follow the procedure in the review game we played above, you'll find that 
no common number emerges from our new matrix (you'll get 8 and 2 in the 
horizontal series; and 9 and 10 vertically). 

Now what? 

The fact is that you have been tipped off that no single strategy is going to 
suffice in this new game. Each player will have to mix his actions. YOUR JOB 
IS TO DETERMINE THE CORRECT MIXTURE. Here’s how it’s done: 

1. In the horizontal series, subtract the smaller from the larger number in 
each row: 


i 


10 2] 


9 2 |? 


Now reverse the figures you have just found: 
B 
| 8 | 10 |7 
A 
3. Now repeat the process in the vertical series—that is, subtract the smaller 
from the larger number in each column: 


we) 


=> 
S 10 
A 
2. 
1 S&S 
4. Again, reverse your findings: 
= 
& LO 
A 
a A 
6 1 


5. Put the outcome of your horizontal and vertical maneuvers into a composite 
(that is, combine steps No. 2 and No. 4): 


B 
& 10 |7 
A 
9 a2 |e 
8 1 


6. You now have the answer to the problem in terms of odds. Here’s what you 
have found: A (or Arnold) should bid 7 times and refrain from bidding 2 times 
out of every 9 plays. Meantime B (or Byerson) should refrain from bidding 8 times 
and bid once in every 9 opportunities. . 


* * * #  & 


Here are a couple of points to remember about the foregoing: 

1. The rules above tell you how to play a continuous game—one that’s repeated 
over and over. But what if you play the game only once? 

Now you must let the laws of chance help you. Here’s how you do it: 
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} 
a 


cated Game Players 


ich Your Wits Against the Experts, 


Business Decision-Making Powers 


In the game above, there are 9 chances. If you are Arnold—with a 7 “bid” 
and 2 “no-bid” mixture—take 9 matchsticks and shorten 2 of the them (the short 
sticks represent the “no-bid” choice). Put all 9 in a hat, shake well, and draw one. 
Then play the strategy indicated by the length of the match. 

Don’t make the mistake of invariably playing the long odds, because your 
opponent soon would get wise to this. Putting your choice in the hands of fate is 
the safest, conservative way. 

2. In subtracting the smaller from the larger number, remember your algebra. 
A minus sign becames a plus in subtraction. Thus 5 minus — 5 results in 10. 


Now try your hand at this new, sophisticated game: 


PROBLEM |. PURCHASING VS. PRODUCTION 


The Purchasing and Production departments play a little game at the Hi Cost 
Machine Products Co. The game is called “cut the requisition.” 

The Purchasing Department has worked out a scientific inventory control scheme 
whereby raw material inventory costs have been cut considerably. The change 
has resulted in an increase in the number of stockouts, but Purchasing insists that 
the down time and other stockout costs are more than offset by the reduction in 
carrying charges resulting from the new plan. 

Production doesn’t see things this way at all. The company’s growth has been 
based on a sound inventory policy of always having enough on hand, and Produc- 
tion wants no change. To subvert Purchasing’s plan, Production has taken to over- 
stating its requirements. In time, this would build up a handy little reserve. 
Needless to say, Purchasing now cuts Production’s requisition by the amount that 
Production has overstated its requirements in the past. 

As a counter strategy, Production sometimes doesn’t exaggerate its requirements. 
If Purchasing nevertheless cuts, a really sad stockout takes place, and Purchasing 
looks pretty sick. 

There are four possibilities: If Production overstates its requirements, and 
Purchasing cuts them, Purchasing’s plan is fulfilled. Score this as +-5 for Purchas- 
ing. The same result holds if Production gives its actual needs, and Purchasing 
doesn’t cut them—again +5 for Purchasing. 

If Production exaggerates its needs and Purchasing doesn’t cut them, Purchasing 
is set back to the tune of —5. If Production turns in its actual expected demand 
and Purchasing cuts it, a bad stockout occurs, resulting in —10 for Purchasing. 

Here’s a diagram of the situation: 


PRODUCTION 
OVERSTATES OOCESN’T 


curs 5 -10 


PurcHasinG 


DOESN’? ™ S S 


What strategies should the opponents play? 


PROBLEM Il. BONITA-CARP 


The Carp Corp. is in fierce competition with the Bonita Co. in the swimsuit 
business. Carp is securely established in the Hagersville market. Bonita wants to 
grab some of the market from Carp or, at the very least, take the profit out of it 
for Carp. 

Each season, the two companies have the option of engaging in a major, costly 
promotion in the Hagersville market. 

If both engage in the promotion, Carp wins hands down, making a score of +-10 
for Carp. 

If Carp doesn’t, and Bonita puts on a sales campaign, Carp loses part of the 
Hagersville market, resulting in —10 for Carp. If Carp puts on the campaign 
and Bonita does not, Bonita has bluffed Carp into spending money unnecessarily, 
giving Carp a —3. If neither puts on a campaign, Carp holds on to the market 
+-5 for Carp. 

How should they play it? 


(Answers on Page 24) 
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FALL CURRICULUM 


School for Strategists’ fall semester begins with a new ad- 
vanced course in decision-making conducted by the faculty 
pictured above—(l-r): John M. Owen, Jr., Martin L. Leibowitz, 
and P/W Management Editor William R. Leitch. 

With the introduction of the Mixed Strategy Games described 
at the left, School for Strategists now offers you an even more 
diversified curriculum to stimulate—in a challenging way— 
your acquaintance and use of a valuable new set of mathe- 
matical tools: 


1. GAMES OF STRATEGY. These games, played with the familiar 
“pay-off box,” include the new mixed strategy type described at the 
left and the older, simpler variety where there is one—and only one— 
correct solution to defeat a skillful and well-informed opponent. Game 
theory teaches you how to set up alternatives, called strategies, and 
evaluate their payoffs via the box. Then you play the strategy that gives 
you the most conservative winnings—because your opponents will be 
trying their best to defeat you. Game theory, as it’s called, was de- 
veloped during World War Il to help teach combat strategy. Since 
then it has been applied to marketing situations, the Kennedy presi- 
dential campaign, and top-level Defense Dept. planning. P/W’s games 
are designed by Consulting Editor John M. Owen, Jr., formerly assistant 
professor at Wagner College and Columbia University, teaching pur- 
chasing and business administration. Owen, now a Ford Foundation 
Fellow, also was a Western Electric Co. economist. 


2. OPERATIONS RESEARCH GAMES. Operations research means 
making sense out of a mess of figures; hence OR games basically are 
exercises in orderly housekeeping. The mathematics behind operations 
research is quite complex; but for our games, it boils down to nothing 
more than simple addition or subtraction. Usually there’s a figure you 
want to minimize—say inventory carrying charges—with several 
variable components. The idea is to total all the factors in the prob- 
lem, and see what combination gives the least cost or most profit. 
The P W games are prepared by Martin L. Leibowitz, assistant direc- 
tor of the Systems Research Group, Mineola, N. Y. He has lectured 
to AMA purchasing seminars on computers in purchasing. 


3. LINEAR PROGRAMING GAMES. These brain teasers have ap- 
peared in only a few issues, so they may be new to many student 
strategists. The most recent edition appeared in P/W Aug. 7, page 8. 
When playing linear programing games, you “line up” a set of facts, 
objects, prices, or people to produce the most satisfactory over-all 
results. Usually the problem is one of assigning things with different 
price tags in the lowest cost pattern, such as putting your buyers in 
areas of responsibility that will produce the best cost picture. A box 
similar to the payoff box in strategy games is used to speed the 
figuring. The theory behind the games is based on “linear”? math—the 
kind that can be depicted as a straight line on a graph. Linear pro- 
graming has had many applications in traffic and freight cost problems, 
where computers are used to sort out the choices. Owen, who has used 
these techniques in industry also prepares these games. 
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In the World of Sales 


William J. Betz has moved up 
to sales manager for aviation 
products, Precision Meter Div., 
Minneapolis-Honeywell Regula- 
tor Co., Manchester, N. H. 


Frank R. Demchock was ap- 
pointed general sales manager 
and assistant director, sales and 
service, GLP Div. General Pre- 
cision, Inc., Pleasantville, N. Y. 


Herbert G. Hoefler has joined 
Cohu Electronics, Inc., Hingham, 


Mass., as New England sales 
manager. He was formerly with 
Atlas Controls, Inc., Natick, 
Mass. 


J. M. Hollingsworth was pro- 
moted to manager of the new 
spiral weld pipe sales department, 
Lone Star Steel Co., Lone Star, 
Tex. 


Floyd C. Moore has been 
named sales manager for the 
metropolitan Chicago area, 


American Tag Co., Chicago, III. 


Charles F. Boudreau has been 
elevated to manager of asphalt 
sales, Henry F. Dreyer has moved 
up to manager of railroad sales, 
and Robert C. Wormald has been 
advanced to manager of aviation 
sales, Humble Oil & Refining 
— Esso Standard, New York 

ity. 


Harry L. Carroll has been ap- 
pointed district sales manager, 
American Potash & Chemical 
Corp., Atlanta, Ga. 


John S. Whitney was given the 
post of western regional sales 
manager, Air Formed Products 
Corp., subsidiary of Bemis Bro. 
Bag Co., Nashua, N. H. He will 
be headquartered in Chicago. 


Russell J. Arnot has been made 
sales manager, Consolidated 
Freightways, Salt Lake City. 


Robert B. Newman has been 
named vice president-director of 
sales, Vulcan Containers, Inc., 
Bellwood, III. 


David R. Crandall has taken 
the post of director of truck 
marketing to supervise merchan- 
dising, advertising, sales pro- 
motion, and sales training activi- 
ties for Dodge trucks, Chrysler 
Corp., Detroit. 


James D. Smart has been pro- 
moted to power steering sales 
supervisor, Mobile Hydraulics 
Div., and Jacques Carpenter has 
been elevated to the newly 
created position of central re- 
gional sales manager, Industrial 
Dept., Vicers, Inc., of Sperry 
Rand Corp., Detroit. 


Owen J. Picton has joined 
Nopco Chemical Co., Newark, 
N. J., as sales manager of the 
Bulk Pharmaceuticals Dept., re- 
sponsible for sales of vitamins 
and chemicals in the United States 
and Canada. He was formerly 
with Ives-Cameron Div., Ameri- 
can Home Products Corp., 
Mm whe 


Joseph A. Venti has moved up 
to assistant to the sales manager, 
Atlantic Metal Hose Co., New 
York City. 


Raymond Over has been as- | 


signed the post of Seattle district 


22 


sales manager, Amphenol-West- 


ern Connector Div., Amphenol- 
Borg Electronics Corp., Broad- 
view, Ill. 


Ernest E. Bang has succeeded 
the late P. L. Callahan as mana- 
ger of advertising and sales pro- 
motion, Truscon Div., Republic 
Steel Corp., Youngstown, Ohio. 


W. F. Hoffman has advanced 
to manager of industrial sales, 
Pittsburgh-Des Moines Steel Co., 
Pittsburgh, Pa. 


Thomas O. Doner has been 


elevated to eastern regional sales 
manager, and Edward S. Weil, 
r., has been promoted to central 
regional sales manager, Fansteel 
Metallurgical Corp., North Chi- 
cago, Ill. 


T. J. Simendinger has taken the 
post of hoisting equipment prod- 
uct sales manager, Yale Ma- 
terials Handling Div., Yale & 
Towne Mfg. Co., Philadelphia. 


Ted Werner was made sales 
manager of the New York 
branch, Baker Industrial Trucks 
Div., Otis Elevator Co., Cleve- 
land, Ohio. 


Robert Shevlot has been named 


sales manager responsible for 
world-wide sales activities, Tel- 
onic Industries, Inc., Beech 


Grove, Ind. 


Herbert W. Fichtner has been as- 
signed the post of national sales 
manager, Permattach Diamond 
Tool Corp., subsidiary of Hitchi- 
ner Mfg. Co., Inc., Milford, N. H. 


A. Earle Fisher has joined 
Machlett Laboratories, Inc., sub- 
sidiary of Raytheon Co., Haw- 
thorne, Calif., as assistant mana- 
ger of photosensitive and special 
products sales. He was with 
Westinghouse Electric Corp. 
Brown has ad- 


Thomas G. 


vanced to general sales manager 
of the newly formed Engine Parts 
Div., Gould-National Batteries, 
Inc., St. Paul, Minn. 


Arthur G. Thomann succeeds 
the late Clyde L. Miller as dis- 
trict sales manager, Cincinnati, 
Titan Metal Mfg. Co., Div. of 
Cerro Corp., Bellefonte, Pa. 


David F. Hansen has been ele- 
vated to sales manager, Howard 
Industries, Inc., Racine, Wis. 


A. M. Lowrey was given the 
added post of industrial distribu- 


tor sales manager, Thermoid 
Div., H. K. Porter Co., Inc., 
Pittsburgh. 


“We had 18-20 hours downtime every time we changed heats. 
With strip, we just hook on from heat to heat. No downtime.’’ 


“With strip we use smaller blanks to produce the same part.”’ 


“By using strip we save downtime, die repairs.”’ 


“Rejects have dropped from about 8% to less than 1%.”’ 


‘‘We found we couldn’t afford the low cost of sheet.’’ 


Read why Target Stamped Products, Inc., Kinsman, Ohio, switched 
from strip to sheet—and then back to strip. Comments are Harvey 


Haynam’s, Target’s president: 


‘‘We thought we’d give sheet a try back in 1958. 
The low cost looked too good to pass up. Today, 
you’d have a hard time finding a piece of cold rolled 
sheet around the shop. 

‘‘We were absorbing 18-20 hours of downtime 
every time we changed heats. With strip, we just 
hook on from heat to heat. The characteristics are 
the same from heat to heat and coil to coil. We 
don’t waste time adjusting our dies. 

“Strip saves us metal. We can use smaller blanks 


to produce the same part. I’d say we save from li 
of metal per part. That’s a lot of steel when 


to 345” 


” 


you’re turning out 25-30 million parts a year. 
*‘We don’t have gauge problems now. The strip 
we buy is always rolled within our working toler- 
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ance. We work to a plus or minus .0025 inches. 

“So far, strip hasn’t given us lamination troubles. 
It doesn’t take much lamination to give you big 
trouble in a deep drawing operation. When the metal 
separates, part may stick to the punch while part 
stays in the cavity. As another blank transfers to 
the same station, there’s a double smash and the 
die is ruined. That hasn’t happened with strip. Saves 
a lot of downtime and die repair. 

“Strip takes a deep draw without thinning out on 
you. Its uniform temper pays off when you’re turn- 
ing out Silent Blocks where both the ID and OD 
have to be right or the part’s a reject. 

“All in all our rejects have dropped from about 
8% to less than 1% since we switched back to strip. 


This mark tells you a product is made of modern, dependable Steel. e5) 


September 11, 1961 


Seattle Perspective "== « 


But don’t look for a complete switchover to cargo jets much 
before 1963 or even later. The Boeing Co.’s Transport Div. | 
believes air freight movement will reach its full potential only in| 


all-cargo jets but has yet to receive its first order for such a plane. | 

P/W BUREAU CHIEF All blueprints are ready, but at least 18 months will be cakes 
RAY BLOOMBERG for delivery after the first break-through order. 

All-cargo planes are in service now but, powered with piston 

Focuses a Purchasing Spotlight engines, cost 8¢ ton-mile to operate, as compared to less than 2¢ | 

for trucks and trains. Jet cargo planes, traveling at much higher 

On the Future of Jet Cargo speeds and requiring less engine maintenance, can be operated 


at costs as low as 4¢ ton-mile, Boeing believes. 
With such a difference in operating costs for the two types of 
| geese for purchasing agents to make more use of air freight planes, how does Boeing explain its inability to obtain orders? 
are becoming stronger and stronger. With airlines already This is the company, remember, whose Model 707 and 
considering proposals to post lower rates within the next month sister ships account for 439 passenger planes delivered or on 


Outer metal bushing of a Silent Block. Target Stamped Products turns out millions 
of these each year for the auto industry. Silent Blocks are used in the suspension 
systems of all American cars—about eight to a car. To produce the piece, Target must 
work to a plus or minus .0025” tolerance or the Silent Block won’t work. When Target 
switched back to strip, their rejects dropped from about 8% to less than 1%. 


**You can have all the automation in 
the world, but if you’re using the wrong 
steel, it just nickels and dimes you to 
death. With strip our machines keep 
working; we need less supervision, less 
tool repair. Our trim is small and our 
percentage of rejects is the smallest 
we’ve ever known. We found out we 
couldn’t afford the low cost of sheet. 
That’s why we’re back with strip.” 


The switch is back to strip 


Cold rolled sheet steel can be your best buy on a cost per pound basis. Certainly its quality has risen sharply 
since the war. But, pound cost is only part of the story. If you really need steel tailored to your specific 
production requirements, cold rolled strip is the answer. 

Strip is not sold on an as-rolled basis. What you buy is a specific chemistry, temper, dimension, edge and 
finish to precisely meet your fabricating and end-use requirements. 

American Steel and Wire has over 12,000 mill practices in available strip specifications. Many of your 
processing steps may actually be eliminated by using cold rolled strip. 

Take a hard look at your production line and let our salesmen look with you. Check your rejects, your 
downtime, your scrap rate. Perhaps you can improve the quality of your product and cut production costs 
at the same time, with tailored-to-the-job cold rolled strip from American Steel and Wire. American Steel 
and Wire Division, Rockefeller Building, Cleveland 13, Ohio. USS and American are registered trademarks 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal and Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, New York, Distributors Abroad 
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, or two (see P/W, Sept. 4, 61, p. 1), the next move will be to| order, more than twice as many 
Purchasing Week’s increase the speed of delivery through use of jet aircraft for|as the closest competitor (Doug- 


las). Boeing bids fair to domi- 
nate the jet transport field just 
as Douglas did with its DC-series 
in piston-engined aircraft. 


One big reason is the passen- 
ger jets themselves. Each can 
carry from 5,000 to 10,000 Ib. 
of cargo—sometimes even up to 
19,000 Ib.—“in the belly,” pro- 
viding bonus revenue for the car- 
rier at little extra expense and 
providing desirable frequency of 
schedule for the shipper. Most 
operators carry more freight ton- 
nage in the cargo pits of their 
passenger aircraft than they do in 
their all-cargo aircraft. 


Every new passenger jet also 
displaces a piston-engine aircraft, 
some relatively new, and carriers 
often convert these to cargo ships 
rather than junk them entirely. 
Higher operating costs sometimes 
are easier to bear than the in- 


| terest required in amortizing the 


‘cost of a $6-million jet cargo 


plane. 
Boeing admits all these difficul- 
ties to be real but confidently ex- 


| pects an initial order this year for 
| its Model 735, the cargo version 


of its 707. It reasons that ground 
handling of a passenger jet is too 
complicated to permit loading 


/more than a minimum of cargo 


without delay to passengers and 
that lower rates will wean many 
shippers away from surface trans- 


portation. Arrival and departure 
| times of passenger flights do not 
/necessarily coincide with the 


needs of air freight shippers, 
reason Boeing cargo experts. 


Boeing, as well as many other 
segments of the aviation industry, 
will be watching with interest the 
experience of two airlines with 
new cargo fleets of turbo-prop 
airplanes. The all-cargo Flying 
Tiger Line is preparing to place 
10 CL-44S, manufactured in 
Canada by the Canadair Division 
of General Dynamics, in domestic 
service. Seaboard World Air- 
lines has five of the same planes 
about ready to go across the 
North Atlantic. 


The turbo-prop generally is 
regarded as a transition between 
the piston and jet engines, its 
operating cost of more than 5¢/ 
ton-mile being well below that of 
a plane with piston engines but 
above the operating cost of a jet. 
The CL-44 costs from $3- to 
$3'%2-million, little more than 
half the cost of a Boeing 735 
and carries about 65,000 Ib. of 
cargo as compared to 80,000 to 
100,000 Ib. for a 735. 


Boeing’s interest in the CL-44 
will be in the amount of cargo it 
develops. Lack of cargo volume 
is probably the biggest single 


'reason for lack of interest in jet 


freight carriers. Although air 
cargo is increasing in volume at 
an annual rate of 10%, it still 
accounts for only one-half of 1% 
of the total domestic freight 
transportation movement. The 
same volume of air cargo now 
moving domestically could be 


| handled by about a dozen Boe- 
| ing 735s. 


Even the most optimistic air 
cargo enthusiasts never expect to 
see the day when airplanes will 
compete with surface transporta- 
tion on a rate basis, nor in move- 
ment of bulk commodities. They 
concede that the air carrier will 
be limited to high-value and 
perishable items where the sav- 
ings of time will be well worth 


the difference in cost. 
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FORMULA CONTROLLED ITEMS 
REQUISITIONING AND SCHEDULING GUIDE CHART 
average monthly consumption in dollars 
Proc. 1 2 
Time $7201 
in Order To To 
Months | Zone $2.00 | $4.00 
1 2 14 11 
2 3 15 12 
3 4 16 13 
4 5 17 14 
5 6 18 15 
6 7 19 16 
7 8 20 17 
8 9 21 18 
9 10 22 19 
Amount of 
Gunpistiion 12 9 
Number of 
Increments L L 


OUTLOOK 


NEW DEEP LID 


m an 
DEEP 
speed 
mated 


up printing 
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by U.S. Envelope Co. 
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BOX 


Epic Executives come packaged 
attractively overprinted 
LIO BOX designed to 


and auto- 


office handling. 


Your company 
communications 
take on a 


modern, 
prestige 
appearance 


when you use 
Epic 
Executives 


the new, 
executive style 
envelopes for 
modern business. 


FREE SAMPLES. !f your company is still using old- 
fashioned envelopes, ask your printer or paper 
merchant for free samples of Epic Executives, or 
write Dept. PX-2, United States Envelope Company, 
21 Cypress St., Springfield 2, Mass. 
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Los Angeles- 


Douglas Learns Inventory A-B-C’s and Achieves Big Savings 


Douglas Aircraft Co. has achieved dramatic success in reducing 


inventory, shortening lead times, and increasing inventory turnover rates by 
applying the classis A-B-C control system to its inventory problems. 

Douglas’ effort illustrates the results purchasing men can get by concentrating 
their efforts on the high dollar items in their inventory investment. 

In a year and a half, Douglas has sliced 23% from in-plant stocks, reducing 
them from $41-million in early 1960 to $32-million in the first quarter of 1961. 
And remaining stocks work harder because the turnover rate has gone up from 
4.24 (turnover once every 86 days) to 4.86 (once every 75 days). 

W. G. Doran, Douglas’ Director of Material, whose department carried out 


Dougias uses the chart at the left to 
centro! ‘‘formula”’ items that are standard 
hardware and assemblies too small to 
sciedule directly from blueprints. It gives 
the EOQ, safety stock and = order 
schedule in one operation. Douglas de- 
termines the average monthly consump- 
tion (AMC) by dividing the total usage 
for the last three months by three. The 
AMC values in dollars are classified in 
seven groups across the top of the table 
(cols. 1-7). The numbers in the columns 
directiy below show the maximum number 
of months “in stock’’ plus “on order’’ 
permitted for this AMC. The bottom two 
lines show the number of months’ supply 
to requisition, and the number of incre- 
ments for requisitioning. 

For example, if the AMC falls within 
the range of $16.01 to $42.00, (col. 4), 
and it has a two month ‘procurement 
time’ (total time for requisitioning, pur- 
chasing, receiving, and stores and process- 
ing), the ‘‘Order Zone” column tells you to 
initiate an order when stock falls to 3 
months’ supply in order to maintain a 
maximum inventory of 9 months on hand 
as shown in col. 4. The ‘Amount to 
Requisition’’ (second from the bottom) 
tells you to order 6 months’ supply in 
three increments two months apart, 
shown in the bottom line. 


You, too, can 


sure to 


include 


the program, points out that these sig- 
nificant reductions were made in the 
face of greater material needs dictated 
by rising sales—$883-million in 1959 
compared to $1.17-billion in 1960. 
Doran feels that tight control of inven- 
tory can bring Douglas-owned stocks 
down to $26.5-million in the third 
quarter of 1961. Besides cash freed for 
other corporate purposes, other bene- 
fits of the program include a saving of 
inventory carrying and _ handling 
charges equal to 20% of the amount 
inventory is reduced. 

The age of the missile and space 
projects has presented an extremely 
tough problem for the aircraft industry. 
From a long production run, industry 
changes in technology have shifted the 
emphasis to research, engineering and 
short production runs. For Douglas the 
change has been coupled with a dis- 
appointing number of orders for the 
DC-8, a commercial jet transport. 

To meet the problems posed by the 
change from airframe production to 
missile and space projects, Douglas 
management inaugurated a number of 
cost-cutting programs and set up com- 
mittees to study possibilities for econo- 
mies. In Material, not much attention 
had been paid to inventory during the 
years when the company was enjoying 
good profits and had a good backlog. 


be TOP MAN 


on the Totem Pole 


Are you the middle man or the last man 
on the routing slip for PURCHASING 
WEEK? If so, you may be getting some 
information too late to act, too late to 
save your company dollars. It’s more 
important today than ever before for 
purchasing men to know what’s happen- 
ing today and what may happen tomor- 
row in the world of business. 

If you are not getting each copy of PUR- 
CHASING WEEK first, this is the time 
you should start receiving your own 
copy—you'll get the news fast, not last. 
A personal subscription to PURCHAS- 
ING WEEK costs so little (only $6 a 
year) and can mean so much to you 
personally and to your company. 


Just give us a purchase order and be 


your title, company 


name, type of business and, of course, 
your address. We’ll bill you later. Ad- 
dress your letter to: 


Circulation Manager 


Purchasing Week 
Room 2100, 330 W. 42nd Street 
New York 36, New York 
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However, Doran had felt for 
some time that there were econo- 
mies to be realized through a cut- 
back in inventory. 

“One of our big problems was 
that no one had a good yardstick 
for inventory in the aircraft busi- 
ness,” he said. “There was no par 
for the course. But we did feel 
that there were savings to be 
made, that if we in Purchasing 
could shrink the inventory just 
5% we would put that money 
back into working capital.” 


Inventory Control Plan 


Doran began early in 1959 to 
survey the company’s material 
control methods to effect a closer 
control of inventories, consistent 
with manufacturing and mainte- 
nance needs. The steel strike and 
the threat of an aluminum strike | 
delayed the adoption of new pro- | 
cedures until December, 1959. | 
Then began a comprehensive pro- | 
gram that could serve as a classic | 
for inventory control: | 


@High dollar usage 
were isolated by account number. 


@ Closer controls were inaugu- 
rated on high dollar items within | 
account numbers. 

@ Inventory was cut on hard-| 


ware items controlled by formula} | 


(see chart) from 60-90 days to 
30-60 days. 
were | 


@Schedule revisions | 
made from inventory position on | 
all lagging items of material. 


| 

@ Standby items were surveyed | 

and many converted to formula | 
controlled items. 


@ The most drastic change was | 
cutting the scheduled lead time | 
from 60 to 30 days on raw ma- 
terials and purchased parts. 


Some of the tools of the pro- 
gram—such as the chart—were 
already in use, but the new em- 
phasis on belt-tightening made 
Douglas look at existing pro- 
cedures more closely. 

“Traditionally it was the policy 
to attempt to maintain a 60-day 
inventory of all categories of ma- 
terial except the more expensive 
equipment items—such as en- 
gines—which could be readily 
scheduled into the ultimate as- 
sembly. “Our study showed that 
on the basis of 60 davs, inventory 
got ahead of us,” Doran says. 


Old Ways Went Out 


But these old ways went out, 
after Douglas took the A-B-C ap- 
proach to finding the high value 
items that account for most of 
the inventory investment. “It 
has been commonly accepted for 
some time that approximately 
15% of the inventory items ac- 
count for about 85% of the dol- 
lars. We are concentrating on 
these items,” says Doran. 

The new program focuses at- 
tention on high turnover items 
within each account number. 
These account numbers isolate 
inventory by items such as raw 
stock, purchased parts, stock 
items, lumber, paint, super- 
chargers, sheet stocks, spares, 
tooling, and honeycomb material. 
Within each account there may 


items | | 


sumption figures. The statistical 
information was computed from 
reports furnished by the Material 
Division’s office at the end of 
each month by the accounting de- 
partment for each Douglas plant. 
The report includes a record of 
receipts, issuances, and month- 
end inventory. 

End-of-the-month inventory 
figures, compared against the last 
total, tell the Material Division 
whether it is winning or losing the 
inventory battle. “If we get in 
more than we are using we are 
not making any progress. On the 
other hand we are meeting our 
objectives if the inventory holds 
level in relation to usage,” Doran 


Says. 


, 
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New AMBU* Rescue Breathing Equipment, 
a portable resuscitator that can be used 
anywhere, goes to work in seconds, simple 
enough for anyone to operate. 


New: 


New Hear-Guards protect ears . . . reduce 
harmful noise but let in normal conversa- 
tion. Soft, sanitary, molded white plastic in- 
serts, available in 3 sizes. 


New unit first aid kits, with blaze orange 
lettering you can really see . . . 4 sizes de- 
signed for ease of location in an emergency. 


In addition to scheduled high 
value items, Douglas controls a 
wide classification of purchased 
parts inventory by a color chart 
(see illustration) based on the 
average monthly consumption 
formula. These include items too 
small to portray on a blue print 
and release item by item. 


Revised for 30-60 Use 


This chart was originally set up 
to provide for a 60-90 day sup- 
ply, but under the new program 
it has been revised to provide a 
30-60 day inventory. The aver- 
age monthly consumption is com- 
puted each month, using an aver- 
age of the last three months 
issuance, to get the new figure. 


instructions on use. 


kits. Easy to locate, the rugged steel cases 
have built-in wall brackets, carrying han- 
dies and snap locks. Rubber gaskets seal 
out dirt and moisture. Each kit contains 
the highest quality first aid materials, 
with individually marked packages and 


As a result of the study many 
new items were added to the 
formula controlled items. These 
were items that had been labeled 
as standby items for maintenance, 
and were inventoried on a basis 
of minimum safety stock. They 
were surveyed and many con- 
verted to color chart control while 
others were eliminated entirely to 
be procured on a “one-shot” 
basis. 

Most of the changes in inven- 
tory control have been within the 
Material Division which includes 
the material control operation, 
purchasing, receiving, stores and 
issuance of materials, cutting of 
all materials, collection and dis- 
posal of scrap, and statistical 


breathing. 


compilations provided for SBA 
and other government offices. 
The division supplies materials 
for manufacturing, tooling and 
maintenance for all plants. 

To supplement ettorts of the 
Material Division, Douglas called 
in an outside industrial survey 
team in the fall of 1960 to make 
a study of the material control 
system. The study approved the 
control methods, and noted the 
need to schedule closer to manu- 
facturing needs. As a result of 
the report, a task force of repre- 
sentatives from Internal Audit, 
Manufacturing Control and Ma- 
terial was appointed to obtain 
company-wide participation in 
the continuing effort. 


for daily protection and emergency first aid 


Here are three recent AO introductions 
which are all-important to a complete 
safety program. New Hear-Guards offer 
noise attenuation superior to any other 
type of ear plugs now on the market. 
Easy to insert and comfortable to wear, 


contains foot-operated suction pump, to 
clear throat and mouth if needed, and 
easy-to-use resuscitator. Requires no elec- 
tricity or other connections; the ideal 
supplement to mouth-to-mouth rescue 


three sizes (small, medium and large) 
in different colored carrying cases insure 
the right fit for each wearer. 

You can’t miss the blaze orange letters 
on the new 10, 16, 24 and 36 unit first aid 


Your Surest Protection... AQ SURE-GUARD Products 


American © Optical ; 


COMPANY 
SAFETY PRODUCTS DIVISION *» SOUTHBRIDGE, MASSACHUSETTS 


For further information on any item, 
contact your nearest AO Safety Products 
Representative, or write for detailed 
product literature. 


be high volume items as well as 
slow movers. So a consumption 
analysis was used to spot likely 
reduction candidates. 

Doran’s group arrived at con- 
sumption figures by taking an 
average of three consecutive 
months usage. They then took 
the figure for one month and 
doubled it to obtain a 60-day 
average, and compared month- 
end stock figures with the con- 


When artificial respiration is needed, 
every second counts .. . and AO’s new 
AMBU Rescue Breathing Equipment is 


ready to go to work fast. Portable kit *AMBU is a Trade Mark 
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Evanston, Ill.—The govern- 
ment’s transportation policy 
came in for some lively criticism 
at a two-day conference at North- 
western University. The meeting, 


attended by more than 100 in- 
dustry, government, and legal 
figures, focused its attention on 


housing 


Louis, 


. . . because this aluminum part, pro- 
duced by G.E.L., 
discriminating 


transportation mergers and how 


they effect rates and services, 
J. Handley Wright, vice presi- 
dent of the Assn. of American 
Railroads, hit out against the 
government for what he called 
“its history of shackling the in- 
dustry to prevent consolidation.” 


will be viewed by 
eyes. It's a thermostat 


for air conditioning controls 


manufactured by White-Rogers Co., St. 
Mo., 
exclusive clubs, 
other establishments. G.E.I. extrudes this 


for installation in fine homes, 
hotels, restaurants and 


part, cuts to size, blanks and drills, then 
painstakingly hand polishes, chemically 
bright dips and gold anodizes it. . . 
proving once again aluminum can be 


, richly beautiful. 
gold finish of this part is truly attractive. 


The unblemished, soft 
If you have a need 


for aluminum with emphasis on quality appearance, let a G.E.I. 
representative tell you why G.E.I. can fill the bill better for less 


GENERAL EXTRUSIONS, INC. 


4040 LAKE PARK RD., YOUNGSTOWN, OHIO 


Sales Offices at St 


Lovis, Chicago, Grand Rapids, 


Pittsburgh, Cleveland, 


Cincinnati, Chattanooga. 


Consult your classified phone book under Aluminum Products 


LU—@ @oOoU 


Suppliers and sub-contractors in the Northern Plains 


can be pinpointed quickly by the Facilities Register, a 
unique electronic index of production facilities. Whether 
yours is a problem of finding new suppliers, contracting 
for idle machine time, shortening lines of supply, or ob- 


taining better quality and service: 


ASK THE MAN 
FROM THE 
NORTHERN 


PLAINS 


NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS (| GENERAL OFFICES: OMAHA, NEBR. 


Traffic Experts Debate Government Policy 


| Said he, “ 


Consolidations are nec- 
essary to strengthen the industry 
and produce improved service at 
reduced costs.” 

But a management consultant 
warned that these benefits can 
“become a phantom” if manage- 
ment is not tough-minded. “Mer- 
gers can increase the marketing 
potential of a transportation 
company,” said Robert P. Neu- 
schel, “by making the new com- 
bination more attractive to ship- 
pers. It can also reduce costs.” 
But, to achieve this, he warned, 
management must have the 
“courage to cut both operating 
and supervisory personnel.” 

Truck mergers tend to increase 
competition, while rail mergers 
“seek for the most part to con- 
solidate competing and duplicat- 
ing facilities,” charged American 


Trucking Assns. representative 
Allen C. Flott. In contrast, he 
said, “Truck mergers strive to 


expand and enlarge the territorial 
scope of the merging companies.” 

Another charge was leveled at 
rail mergers by ICC Bureau of 
Finance Director Vernon V. 
Baker, who said, that when rail- 
roads learn that competitors plan 
mergers that may upset traffic 
patterns, they often propose mer- 
gers in self defense rather than 
on the basis of economics. 

James M. Landis, special as- 
sistant to President Kennedy, 
blamed lack of cohesion in the 
government’s regulatory — tech- 
niques for the industry’s inability 
to develop and expand along 
orderly lines. He said, “Not only 
has competition ensued between 
the modes of transportation but 
competition has developed among 
the regulatory agencies. 


Answers to Strategy Games 


On Pages 20 and 21 


Answer to Problem | 


By subtracting the smaller from the larger numbers vertically 
and horizontally and reversing the results, you get a matrix that 


looks like this: 


Proeucrion 


oveasTAres posse * +r 
one > -10 10 
Pusctineune 
DOSSHrT -5 5 1S 
iL 5 1© 


In other words, Purchasing should let the requisition ride 15 out 
of 25 times, or 60% of the time. 


Production is best off when it overstates 15 out of 25 times, or 


60% of the time. 


(Footnote: 
makes no difference 


The fact that the figure of 15 actually is minus 15 
in calculating the odds.) 


Answer to Problem Il 


Your original matrix in the Bonita- 


this: 


Carp problem will look like 


Care 
PROMOTES Ooesn rT 
PRomores 1O - 10 
BonirTa 
z 
Ooesn?T i 5 


After subtractions and reversals, 


you'll get this answer: 


Care 


rao olss Qosen’r 
PRoMoTes 10 "i & 
Bonira 
cossn'r => 5 |20 
15 i3 


In short, Carp should promote 15 out of 28 times. 


Bonita, conversely, should 
28 times. 


refrain from promoting 20 out of 


POST OFFICE BOX 12, 


classiriep SEARCHLIGHT SECTION 
BUSINESS OPPORTUNITIES 


Send New Advertisements or Inquiries to: 


“PURCHASING WEEK” 


NEW YORK 36, 


ADVERTISING 


EQUIPMENT—USED or RESALE 
CLASSIFIED ADVERTISING DIVISION 


NEW YORK 


SOME HIGHLIGHTS ARE: 


BULLARD MULT-AU-MATIC 16”, 


JONES & LAMSON 
LATHES. 


SINGLE SPINDLE DRILLS. 
& TOOL GRINDERS. 


MENT, TOOLING. 


A NATIONALLY KNOWN AIRCRAFT 


CONTACT: 


By order of 


UNIVERSAL HORIZONTAL BORING MILL 3”. 
VERTICAL TURRET LATHE 36”. 
+3, 5, 7A, 8A5, POTTER & JOHNSON SDLX, GA, WARNER & SWASEY = 


JERRY DOYLE 


FOR SALE 


AN EXCELLENT ARRAY OF MODERN TOOL ROOM & PRODUCTION EQUIPMENT 


ENGINE MANUFACTURER 


4, 3A TURRET 


HENDEY, LE BLOND, MONARCH, SOUTH BEND ENGINE TOOL ROOM & COPYING LATHES. 
AMERICAN, BAKER, BAUSCH, BARNES, BUFFALO, CARLTON, CLEERMAN, DELTA, NATCO, RADIAL, MULTIPLE & 


BROWN & SHARPE, CINCINNATI, COVEL, EX-CELL-0, REID, THOMPSON, CENTERLESS, CYLINDRICAL, SURFACE 


BROWN & SHARPE, CINCINNATI, VAN NORMAN MANUFACTURING, PLAIN, UNIVERSAL MILLING MACHINES. 
SAWS, HONES, GEAR MACHINERY, BLOWERS, SHOP EQUIPMENT, PERISHABLE TOOLS, INSPECTION EQUIP- 


FOR FULL PARTICULARS AND INSPECTION UNDER POWER 


POST OFFICE BOX 8 


SALINA STATION 


SYRACUSE, NEW YORK 


TEL: OL 2-3711 


Color Dial Telephones 
Factory rebulit Western Elec. 
tric in white, beige, ivory, 
pink, green or blue. If 4 prong 
plug is required add $2.00. 
Fully guaranteed. Write for 
free list. All shipments FOB. 


Cearees Lng Soe CENTER 
. Pw-9iti Penna, 


Waymart 


SURPLUS INVENTORIES ... 


One quick and economical way to sell your corgine, ppgeetartee De ) E advertise them in the ONLY 


NATIONAL WEEKLY PURCHASING NEWS 


PURCHASING 
authority to say ‘‘yes"’ 
For quick, economical results . . 


WEEK reaches the 25,00@ key purchasing executives . . 
advertise your surplus inventories In PURCHASING WEEK 


ASING WEEK. 
. the men that have the 


. at the low, low, rate of $12.00 per advertising inch, q 
For contract rates or information, contact your advertising agency or write: 
PURCHASING WEEK 
CLASSIFIED ADVERTISING DIVISION 


POST OFFICE BOX 12 


NEW YORK 36, N. Y. 
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New York City P.A. Complains Again|| Plastic Pipe Is Used | 


About Bidding on Medical Supplies 


New York — The City of New 
York received identical low bids 
from three drug companies last 
week on a contract for supplying 
city hospitals with tetracycline, a 
general-purpose antibiotic. 

Roger James Browne, Pur- 
chase Dept. commissioner, said 
he will turn information on the 
bids over to federal and state 
authorities. Charles Pfizer Co., 
American Cyanamid Co., and 
Upjohn Co. each bid 44¢/vial 
on the 40,000-vial contract, or a 
total of $17,600. The contract 


Douglas Aircraft Adds 
Automated MachineTools 


In Modernization Move 


Detroit—Bendix Corp. said its 
Industrial Controls Section has 
received a $750,000 order from 
Douglas Aircraft Co. for tran- 
sistorized numerical control con- 
touring systems for machine tools. 

The contouring systems will be 
installed on 11. profiling ma- 
chines, which Douglas has or- 
dered from Giddings & Lewis 
Machine Tool Co. and Sund- 
strand Corp. These machines are 
being obtained with funds from 
the Air Force industrial modern- 
ization program. 

In announcing the order, 
George S. Knopf, manager of the 
Industrial Controls Section, said 
Bendix has delivered a total of 85 
of the contouring systems. The 
company now is turning out the 


advanced transistorized type sys- | 
tems at the rate of eight per | 


month, he added. 


Gulf Coast Shippers Seek 


Longshoremen|njunction 


Galveston, Tex.—Automation 
is a key issue in a court move by 
Galveston and Houston shipping 
associations against the Inter- 
national Longshoremen Assn. 

A hearing has been set for 
Sept. 11 in district court on an 
injunction suit brought by the 
associations against the ILA, 
claiming work stoppages at vari- 
ous Gulf Coast ports in violation 
of contract. 

The ILA position is that the 
disagreements arose over automa- 
tion steps taken by the shipping 
industry. Longshoremen in those 
instances declined to work with- 
out what they consider a full 
complement of men. 

Various ILA organizations are 
named in the suit. 


TVA Awards 7 Contracts 
For $5.6-Million in Coal 


Chattanooga, Tenn. — TVA 
awarded seven contracts worth 
$5.6-million for 1,488,900 tons 
of coal for its steam generating 
plants. 

It was the first group of long- 
term contracts let this year by 
TVA in which western Kentucky 
firms did not share. Previously, 
companies operating in that field 
have won most of the awards. 

The TVA has awarded a total 
of $64-million in long-term con- 
tracts so far this year for 21.4- 
million tons of fuel. Of this 
amount, 17-million tons are com- 
ing from mines in western Ken- 
tucky. 
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represents the city’s requirements 
for the six-month period begin- 
ning Oct. 1. 

Browne said that he will have 
to accept one of the bids because 
of the need for the drug. The 
winner will be chosen by drawing 
lots. 

Pfizer and Cyanamid were ac- 
cused recently in a federal in- 
dictment of fixing the price and 
monopolizing the sale of drugs. 
Upjohn was named as co-conspir- 


To Drain Expressways 


Toronto — Polyethylene is 
finding a new use in Canada as 
pipe for draining water from 
elevated expressways. 

The polyethylene pipe does not 
corrode, freeze, or split, and 
Beardmore and Co., a division of 
Canada Packers, Ltd. 

B. R. Cawthery, assistant man- 
ager of Beardmore’s pipe divi- 
sion, said 20,000 ft. of the polye- 
thylene pipe will be used on the 
Frederick G. Gardiner Express- 
way under construction here. The 
pipe is made for Beardmore by 


pickup enable it to ride the rails. 


ator, but not as a defendant. 


Micro Plastics, Ltd., Acton, Ont. 


Important facts to know about Laminated Plastics 


leaves the rails. Erie-Lackawanna put 50 of the trucks into operation. 


LAMINATED PLASTICS What they are, where they can he used 


Taylor laminated plastics, also known 
as reinforced plastics, are thermoset- 
ting-type materials formed by impreg- 
nating paper, cotton cloth, asbestos, 
glass cloth, nylon or other base ma- 
terials with synthetic resins and fusing 
them into sheets, rods, tubes and spe- 
cial shapes under heat and pressure. 
These materials exhibit a valuable 
combination of characteristics, includ- 
ing high electrical insulation resistance, 
structural strength, strength-to-weight 
ratio, and resistance to chemical re- 
action; also adaptability to fabricating 
operations. 


Types of laminated plastics made by Taylor 
There are four basic types of Taylor 
laminated plastics commonly specified 
and used throughout industry today. 
They are as follows: 


a 


Phenolic Laminates. Paper, cotton 
fabric or mat, asbestos, glass cloth or 
nylon bases impregnated with phenol 
formaldehyde resins. These provide 
strength and rigidity, dimensional sta- 
bility, resistance to heat, chemical re- 
sistance, and good dielectric character- 
istics. Some Taylor grades are excel- 
lent basic materials for gears, cams, 
pinions, bearings and other mechanical 
applications. Others are widely used in 
terminal boards, switchgear, circuit 
breakers, switches, electrical appli- 
ances and motors. Also in radios, tele- 
vision equipment and other electronic 
devices; and in missiles as nose cones, 
exhaust nozzles, and combustion cham- 
ber liners. 
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Melamine Laminates. Glass cloth or 
cotton fabric impregnated with mela- 
mine formaldehyde resin. Taylor mela- 
mine laminates have superior mechan- 
ical strength and are especially de- 
sirable for their arc-resistant qualities. 
Good flame and heat resistance, good 
resistance to the corrosive effects of 
alkalis and most other common sol- 
vents, besides other favorable char- 
acteristics. Typical applications include 
arc barriers, switchboard panels, and 
circuit-breaker parts in electrical in- 
stallations. 


Silicone Laminates. Continuous-fila- 
ment woven glass fabric impregnated 
with a silicone resin. These laminates 
combine high heat resistance (up to 
500°F. continuous) with excellent 
electrical and mechanical properties. 
They are primarily used in high-tem- 
perature electrical applications and 
high-frequency radio equipment. 


Epoxy Laminates. Continuous-fila- 
ment woven glass fabric or paper im- 
pregnated with epoxy resin. Glass- 
fabric grades are designed for use in 
applications requiring high humidity- 
resistance, good chemical resistance, 


and strength retention at elevated tem- 
peratures. Paper grades are used under 
high-humidity conditions where re- 
sistance to acids and alkalis is required. 
Both grades are characterized by good 
dielectric strength, low dielectric losses, 
and high insulation resistance even 
following severe humidity conditions. 
a a 

Recent technical advances in the bond- 
ing of various metallic and nonmetallic 
materials to laminated plastics have 
opened up new design opportunities. 
It is now possible to bond virtually any 
compatible material with a laminated 
plastic to form a composite which 
combines the advantages of both. One 
of the first composite materials was a 
copper-clad laminate used for printed 
circuits. More recent composite lam- 
inates, usually manufactured to cus- 
tomer specification, include the follow- 
ing: Taylorite® vulcanized fibre-clad, 
rubber-clad, asbestos-clad, aluminum- 
clad, beryllium-copper-clad, stainless- 
steel-clad, magnesium-clad, and silver- 
and gold-clad. Any one of these ma- 
terials can be sandwiched between 
sheets of laminates, too, and can be 
molded to fit specific requirements. 


Send for complete information about 
any or all of these Taylor laminates. 
And remember Taylor’s new selection 
guide will simplify your problems in 
choosing the right laminate for your 
specific application. Taylor Fibre Co., 
Norristown 55, Pa. 


LAMINATED PLASTICS f 


VULCANIZED FIBRE 


Rail wheels retract when truck 


i 
i 


The Law and You 


s there a time limit to a buyer’s right to return defective goods 
| under a contract that allows him to reject any items that fail to 
meet specifications? 

This question came before a Pennsylvania court in a recent 
case, which was decided in favor of the buyer. Here are the facts: 

Buyer bought thermal cutouts, most of which turned out to be 
unsatisfactory. Acting under the terms of the contract he notified 
the seller and returned some of the cutouts and kept others. Not 
until 19 months had elapsed did buyer make a wholesale return 
of the defective cutouts. Seller refused to accept them and buyer 
sued for redress. 

Seller’s defense was that by waiting so long to return the goods, 
buyer had waived his right to reject them. The court, however, 
rejected this contention on the grounds that seller was aware of 
defects and of the contract provisions giving buyer the right to 


More parts in more new cars fend off corrosion... 


cancel any portion of the order that did not come up to specifica- 
tion. 
° . * 


FACT VS. OPINION 

A seller’s statement that an article is in “A-1 condition” may 
be held to be either fact or opinion, depending on the case and 
on the state. In a recent Arkansas decision, the court ruled that 
such a remark was a statement of fact and that seller was guilty 
of misrepresentation. Here are the facts: 

Buyer negotiating for a second-hand tractor cautioned the seller 
that he knew nothing about tractors and was relying on the seller’s 
word about the condition of the machine. Seller assured him that 
the tractor was in A-1 condition. After the deal was closed the 
buyer found that the tractor was not in excellent condition and 
he sought to rescind the sale on grounds of misrepresentation and 
breach of warranty. 

The court upheld the buyer, ruling that where a substantial sum 


5 ety 


In 1960 the Motor City consumed a massive 218,964 net tons 
of galvanized steel sheets to fight car corrosion. That’s 38% 
more than was used in 1959 and over 700% more than in 1954. 


In the average compact car, for instance, Detroit now uses 
over 100 pounds of corrosion-resistant galvanized steel sheets. 
The results are numerous and notable: Car owners are getting 
greater durability and a sharp drop in maintenance costs and 
headaches. Manufacturers are getting the cost reductions 
inherent in galvanized steel’s simplified fabricating proce- 
dures. Head and tail lamp housings, for instance, formerly 
required five or six steps when zine plated or painted after 
stamping. Now they are moved direct from press to assembly 
line with their tight zinc coatings completely undamaged by 


GUARDED BY GALVANIZED STEEL 


fabrication. The same economies apply to side members, 
rocker panels, front and rear rails and cross members. 


WEIRKOTE,®? IN PARTICULAR! Widely used Weirkote 
is a natural for automotive applications, and the auto indus- 
try has been quick to put it to extensive use. To the inherent 
strength, economy and versatility of steel, Weirkote adds 
enduring zine protection that can be worked to the very 
limits of the steel base without chipping or peeling. This 
superior product is the end result of years of experience and 
technical research devoted to coating steel sheets with zinc. 
Weirkote is manufactured by two National Steel divisions, 
Weirton Steel and Midwest Steel. Write Weirton Steel Com- 
pany, Weirton, West Virginia, for further details. 


MIDWEST STEEL 


Portage, Indiana 


Divisions of 


NATIONAL STEEL CORPORATION 


WEIRTON STEEL 


Weirton, West Virginia 
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is involved and buyer relies on 
seller’s statement, the seller’s rep- 
resentation is a statement of fact 
to which he can be held. 

Caution: The line between fact 
and opinion is often difficult to 
determine and varies from case to 
case. To be on the safe side, 
make the seller be more specific 
—and get his warranty in writing. 
(Gentry vs. Littke Rock Machin- 
ery, 339 S. W. 2D 101). 


KNOW WHAT YOU’RE 
BIDDING FOR 


Make sure you know exactly 
what you’re bidding for at an 
auction; otherwise you may find 
that you’ve overbid for what you 
got. A recent Air Force Appeals 
Panel decision is a case in point. 

National Metals Co. purchased 
260 jet engines from the govern- 
ment on the assumption that its 
bid covered engine pylons and 
cowling covers. But the govern- 
ment claimed these units were not 
included in the deal, that they 
were scrap metal for which Na- 
tional would have to pay extra. 

The Appeals Panel decided in 
favor of the government, holding 
that an aircraft engine consists 
only of components that are 
necessary to propel the aircraft, 
and that cover units are not in- 
cluded by this definition. 

National had argued that its 
understanding of what a _ jet 
engine consisted of was based on 
a previous sale made by the gov- 
ernment in which the pylons and 
cowlings were included with the 
engines. The Panel rejected this 
argument on the grounds that it 

j|was based on insufficient facts 
from an unrelated transaction. 
(ASBCA No. 6530, Air Force 
Appeals Panel, 11/28/60.) 


STATUTE OF 
LIMITATIONS 


The law, it is said, provides a 
legal remedy for every wrong— 
but not if you wait too long to 
seek redress. The period within 
which an action must be brought 
varies with the state having juris- 
diction—and with the type of 
action. 

In most states, the Statute of 
Limitations is for a six-year pe- 
riod for actions on contracts, 
promissory notes and open ac- 
Counts. Tne limitation in an ac- 
tion on a sales contract starts to 
operate on the date the breach 
occurred. This does not apply, 
however, when a defendart is out 
of the jurisdiction and, hence, is 
not amenable to process. In such 
a case, the period of limitations 
starts as soon as the defendant 
returns to the jurisdiction. 

Main purpose of the period of 
limitations is to discourage the 
bringing of stale claims and to 
expedite the prosecution of legit- 
imate ones. The statute also pre- 
vents the bringing of fraudulent 
and baseless claims long after the 
alleged wrong was committed— 
and after most of the evidence 
which might have been intro- 
duced by the defense has become 
obscure, lost, or destroyed. 


~~’, 


“te 


(The above material was prepared 
hy Sydney Prerau of the J. K. Lasser 
Tax Institute for Purchasing Week. 


| Reader inquiries on general tax and 
| legal aspects of purchasing will be dis- 
|cussed here in accordance with space 
i limitations and applicability.) 
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This Changing Purchasing Profession 


E. R. Grey has been appointed 
purchasing agent of Dow Indus- 
trial Service Div., Cleveland, and 
B. L. Williams succeeds him as 
purchasing agent, Dow Chemical 
Co., Yorktown, Ohio. 


T. E. Martin was given the 
added responsibility of purchas- 
ing agent, Southern Pacific Lines 
in Texas and Louisiana. He will 
continue as purchasing agent and 
manager of stores for Southern 
Pacific’s Cotton Belt Lines and 
will direct the latter operations 
from Houston and Pine Bluff, 


Ark. 
is 


* 


Lewis was elected 
Prior Chemical 


Lester C. 


vice president, 


Permacel, New Brunswick, N. J. 


He 


Was 


formerly purchasing 


Corp. and its affiliate Payson agent at Enterprise Galvanizing 
Corp., both of New York City. Co., Philadelphia. 


He had been director of pur- 
chases and traffic, Beaunit Mills, 
Inc., and subsidiaries. 


Frank M. Cyran, assistant pur- 
chasing agent, Union Carbide 
Metals Co., Ashtabula, Ohio, has 
been added to the construction 
purchasing staff, Union Carbide 
International Co., Houston. 


George W. Radcliffe has been 
promoted to purchasing manager, 


P. Dunn 


G. W. Radcliffe 


Div., Aeroquip Corp., Jackson, 
Mich. He was most recently as- 
sistant purchasing agent at the 
division’s Van Wert, Ohio, main 
plant and will continue his duties 
there. 


Ben H. Brady was made vice 
president, Allied Metals, Inc., 
Houston, Tex. He has been pur- 
chasing agent of that company 
for the past six years and will 
continue as such in addition to 
his new responsibilities. 


G. A. Jackson has been ap- 
pointed director of the newly 
created administrative service 


Paul Dunn has been advanced dept., Champion Papers, Hamil- 


i 
a 


PROBLEM: How to specify moisture protection for your product without 


being an expert on packaging papers or coatings 


SOLUTION: With International Paper’s new “Levels of Protection” you 
buy precisely the packaging protection you need and no more 


Yow, with its “Levels of Protection,” 
International Paper cuts through 

the confusion resulting from the many 
different types of moisture-barrier pa- 


pers available today. 


The “Levels of Protection” system 
provides the first effective yardstick for 
comparing one moisture-barrier paper 
with another. This means you don’t have 
to be an expert on papers, coatings and 
weights to get the best packaging for 


your money. 


tion for that product. 


This new rating system evaluates all 
our moisture-barrier papers—regardless 
of type or weight of coating—against a 
scientifically graduated scale of levels 
of protection. Knowing what product 
you package, we can quickly recom- 
mend the most effective level of protec- 


But this rating system has another 
dimension. Since we can supply a num- 
ber of different types of moisture-bar- 
riers for any given level of protection, 


we can offer you the one barrier that 
most economically furnishes the level of 
protection you require for your product. 

This new system is another example 
of the complete packaging service of- 
fered you by International Paper. Serv- 
ice which includes a complete range of 


paper packaging and paper packaging 


INTERNATIONAL PAPER 


NEW YORK 17, N. Y. 


« converting 


materials, skilled packaging engineers, 
printing and design service. 

For full details, call any of our sales 
offices or write us direct. 


to purchasing agent, Industrial) ton, Ohio., where he will be re- 


sponsible for purchasing, traffic, 
insurance, personnel, office serv- 
ices, and materials management 
and planning. R. E. Lane will re- 
place Robert Koswar as manager 
of purchasing; Koswar will be- 
come manager of materials man- 
agement and planning. 


Charles E. Keller has been 
promoted to purchasing agent for 
the new hydrogen peroxide plant, 
Becco Chemical Div., FMC 
Corp., South Charlestown, West 
Virginia. 


John A. Payne has been as- 
signed the post of purchasing 
manager, Oxford Corp., Buffalo, 
N. Y., He was formerly purchas- 
ing agent and assistant to the 
president of Juette Builders, Inc. 


Augustus D. Lagomarsino 
general manager, customer serv- 
ices, has been named purchasing 
agent, Alan Wood Steel Co., 
Conshohocken, Pa. He is a mem- 
ber of the American Iron & 


Steel Institute and the American 
Marketing Assn. 


M. Klaus 


A. D. Lagomarsino R. 


Richard M. Klaus has been 
elevated to director of purchases, 
OPW Div., Dover Corp., Cincin- 
nati. Formerly chief engineer of 
OPW, he won the Materials in 
Design Engineering Award in 
1957, 1958, and 1959. 


Obituaries 


Lee J. Bussman, 64, vice presi- 
dent and director of purchases, 
Bussman Mfs. Div., McGraw- 
Edison Co., died Aug 6. He was 
past vice president of the NAPA 
and past president of the St. Louis 
Association of Purchasing Agents. 


J. William Barton, state pur- 
chasing agent of Ohio, died Aug. 
9 in Mt. Carmel Hospital, Colum- 
bus. 


Theodore F. Breck, 57, pur- 
chasing agent and traffic mana- 
ger, Roxbury Carpet Co., Saxon- 
ville, Mass., died Aug. 10. 


John W. Brophy, 64, assistant 
director of production control and 
purchasing, Electro-motive Div., 
General Motors, Lagrange, IIl., 
died Aug 12 in Clinic Hospital, 
Cleveland. 


Carl Harvey Murray, 64, sys- 
tem purchasing agent, Appa- 
lachian’ Electric Power Co., 
Roanoke, Va., died Aug. 13. 


Alfred E. Barnum, 80, retired 
purchasing agent, John R. Bourne 
Co., Rochester, N. Y., died Aug. 


21. 


Milton H. Macmillan, 72, re- 
tired purchasing agent. McCahan 
Sugar Refinery, Philadelphia, 
died Aug. 22 at Gulfport Fla. 


Wilson B. Miller, 70, past 
president of the Purchasing 
Agents Association of Oregon, 
died July 22 in Portland. He was 


Manufacturers of papers for ma es, books, newspapers + papers for home and office use papers and pat boards for pac 


pa pe VS 


~ . ¥ ~ ‘ 
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cartons « milk containers « shipping containers « multiwall bags + grocery and Specialty bags and sacks « pulps for industry + lumber, plywood and other building mate with WwW. P. Fuller & Co. 
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PRODUCTIVITY MOVES UP SHARPLY 


New York—Productivity, ad- Taken together that makes for 
vancing sharply after the slow- a 5% differential—or putting it 
down of 1960, is expected to rise another way—a 5“ increase in 


te aatinmccaill some 5% this year, setting in- factory productivity. That's more 
+? creased wage costs and helping than double the 2 increase 
140 onan? to keep prices on an even keel. noted by official government 
* The new estimate for 1961 is sources for last year (see chart). 
based on latest government fig- The current jump is_ hardly 
ae ures for manufacturing produc- surprising. For the Bureau of 
tion and employment. In July for Labor Statistics (BLS) in releas- 
100 example production soared al- ing its figures for 1960 notes that 
most 242% above a year ago. this is the usual pattern. “Pro- 
fevrem tater Bapestmen Che number of production work- ductivity gains,” says BLS,.“tend 
“s — ae ao ns os oe ae se lll pr or ers on manufacturing payrolls, to be less than average during 
meanwhile showed the exact op- periods of economic decline, but 

Purchasing Week September 11, 1961 posite trend—dipping 2!2%. higher in recovery periods.” 


Good 
head for 
business 


makes True Temper Rockets 


your best hammer values 


The head of every Rocket hammer is locked on by a patented True 
Temper process. It just won’t fly off or loosen in use. Withstands 
5-ton pull-out tests. This makes the Rocket a longer lasting tool, 
and safer . . . important considerations in any industrial purchase. 


Workmen prefer using this precisely Rocket head is tempered for hardness Comfortable cushion grip won’t slip, 
balanced tool. Striking power is con- of face and strength of eye section. (On wet or dry or in gloved hand. Won’t 
centrated in the forged-steel head. The nail hammers the claws are so tough turn or loosen, either; it’s bonded to 
tubular-steel handle and cushion grip and precise they'll pull a headless nail.) the handle by hot-vulcanizing process. 
absorb impact shocks, reduce fatigue. Tubular-steel handle is strongest made. A Rocket feels like it’s gripping back. 


To save money on hammers (and hammering) choose 
True Temper Rockets. 8 to 32-0z. ball peins, 13 to 20-oz. 
nail hammers are the favorites of professionals. Also a ' 
complete line of True Temper hickory-handle hammers. = 
plete line of True Temy \ y hat 
° Y 
True Temper tools are designed to do more, so workers 


can get more done. Send for free catalog, ‘‘Tools for In- 
dustry’’. True Temper, 1623 Euclid Ave., Cleveland 15, O. 


GIRUE lEMPER. 


THE RIGHT TOOL FOR THE RIGHT JOB 


30 Purchasing Week 


aaa Higher Productivity Easing Strain on Prices 


The reason, according to econ- 
omists, is that there’s better util- 
ization of manpower during pros- 
perity periods. Production can 
usually be stepped up without 
hiring additional personnel. Con- 
versely, productivity gains usually 
ease off in a recession because 
there’s a resistance to reducing 
the work force. 

Statistics seem to bear this 
trend out. Take, for example, the 
1958-59 business cycle. In 1958, 
a recession year, manufacturing 
productivity went up only 2.6% 
In 1959, a boom year, the figure 
Was an amazing 7%. 

In addition to the business re- 
covery factor, two other forces 
will be working to keep output 
per manhour in strong uptrend 
over the next 6-12 months. 

The first’ is modernization. 
American industry is now devot- 
ing roughly two out of every three 
capital spending dollars for up- 
dating plants. This is bound to 
give productivity an added im- 
petus. 

The fact that unemployment 
remains high will also play a role 
in keeping productivity gains sub- 
stantial. A high jobless rate tends 
to make employees a bit more 
fearful about their status—with 
the result that the quality of the 
work tends to improve. 

Just how powerful this com- 
bination of forces is becoming 
can be seen from the sharper pro- 
ductivity gains of recent years. 
Before 1947, the typical increase 
was under 2.5%. Since then the 
average annual gain has’ been 
close to 3%. 

Other important trends 
brought out by the new govern- 
ment survey cover agriculture and 
non-manufacturing (excluding ag- 
riculture). 

Biggest gains in the whole 
country continue in the farm 
sector. Newly released govern- 
ment figures show a 5.8% an- 
nual increase in farm productiv- 
ity over the past decade (see 
chart). 

There had been fears that this 
phenomenal increase was begin- 
ning to slow down. For in 1959, 
farm output per manhour re- 
mained virtually unchanged from 
the previous year. 

But new 1960 figures refute 
this pessimistic view. Last year. 
output per manhour in agricul- 
ture zoomed up 6.2% —an even 
greater percentage than might be 
expected on the basis of postwar 
averages. 

In the non-manufacturing (ex- 
cluding farm) area, steadiness is 
the key word. Productivity in 
this sector which includes trans- 
portation, communication, and 
trade went up 2.2% in 1960, very 
close to the postwar average rate 
of 2.3% per year. 


‘Clean Rooms’ Are Mobile 


Jacksonville, Fla. — Mobile 
clean rooms, completely outfitted, 
are now available from Con- 
trolled Atmosphere Enclosures 
Mfg. Co. on a rental basis. De- 
livery is to the customer’s site. 

The mobile unit is complete 
with air conditioning, filtration 
system, air shower, lighting, toilet 
facilities, dressing room, electric 
outlets, and vinyl walls and floor. 
Special facilities or components 
such as hooded workbenches also 
can be provided and air shower 
interlocks allow for attaching ad- 
ditional units for expansion. 
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East Lansing, Mich.—Mich- 
igan State University is offering 
its sixth annual executive seminar 
in purchasing materials manage- 
ment Oct. 1-13. 

[he seminar, under the direc- 
tion of Dr. John H. Hoagland, is 
designed to provide materials 
managers, directors of purchas- 
ing, purchasing agents and buyers 
with a two-week comprehensive 


professional development _pro- 
gram. 

FE. F. Andrews, vice president- 
purchases, Allegheny Ludlum 


Steel Corp., will review adminis- 
tration and organization and mo- 
tivation and supervision for par- 
ticipants. Vendor relations and 
value analysis will be covered by 
Wilbur J. Pierce, supervisor, 
Staff Services Div., purchasing 
department, Detroit Edison Co. 


Dayton Officials Cancel 
Winter Salt Contracts 
On Price-Fix Charges 


Dayton, Ohio—City officials 
have canceled an agreement to 
buy Dayton’s 1961 supply of rock 
salt from two firms under federal 
indictment for price fixing. 

City Manager Herbert W. Sta- 
rick said the contracts with 
Morton Salt Co. and Interna- 
tional Salt Co. were revoked after 
it was determined that Dayton “‘is 
not legally obligated to buy salt 
under the present price agree- 
ments.” The contracts had been 
awarded last December after the 
firms submitted identical bids of 
$15.50/ton. 

Starick said the city will ask for 
new bids about Sept. 20. The city 
may be able to save around 
$16,000, if a break develops “in 
the previously solid front” pre- 
sented by salt companies, he said. 

The new contract will be for 
7,000 tons of salt to be purchased 
on a seasonal basis from Oct. | to 
Mar. 31, 1962, instead of on a 
calendar-year basis as has been 
the city’s policy in the past. 


Fordto Use Autolite Name 


As Title for New Division 


Toledo, Ohio—Ford Motor 
Co. said it will use Autolite, 
rather than Motorcraft, as the 
name of its new division for mar- 
keting replacement parts. 

Ford bought U. S. rights to the 
Autolite trademark along with 
other assets of Electric Autolite 
Co. of Toledo earlier this year. 
At the time of the purchase Ford 
was conducting a sales operation 
for a limited number of replace- 
ment parts through its Motor- 
craft Dept. 

A company spokesman said 
the decision to change the di- 
vision title to Autolite was based 
on the greater public awareness 
of the Autolite name. 


Hear VA Report 

Honolulu—Members of the 
Purchasing Agents Assn. _ of 
Hawaii recently heard James 
R. Collier, head of the value en- 
gineering branch, Pearl Harbor 
Shipyard, give a case history re- 
port on their value engineering 
program. 

Collier discussed savings ef- 
fected under the program and 
also showed a film describing the 
technique and how it works 


locally as well as in other naval 


establishments. 
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Michigan State Schedules Development Course 


C. Dwight Brooks, manager of 
purchasing administration, cen- 
tral purchasing staff, Burroughs 
Corp., will speak on government 
contracts and negotiations. Rich- 
ard L. Williams, manager of corp- 
orate purchasing, International 
Business Machines Corp., will 
discuss data processing and man- 
agerial reports. 

Vendor evaluation and profes- 
sional development will be ex- 
plored by Douglas V. Smith, con- 
sultant in purchasing education, 
General Electric Co. 

Russell T. Stark, Sr., director 


of purchases, Burroughs Corp., 
NAPA president, and Harold A. 
Berry, manager of purchases and 
materials, Chicago, Rock Island 
& Pacific Railroad, also will ad- 
dress the group. 

The seminar will be held at the 
school’s Kellogg Center where 
P.A.’s will live and study to- 
gether. Other topics to be cov- 
ered include: innovation and 
competition, management gam- 
ing; executive leadership; inven- 
tory planning and control; foreign 
purchases; legal frameworks; pur- 
chasing strategies; trade relations. 


Irus 902 is bright yellow—helps you spot leaks quickly. 


BULLETIN: 
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300 TONS OF HOT METAL can be carried in this transfer car, largest 
ever built in U.S. Wm Pollock Co., Youngstown, Ohio, will build four 
for Sharon Steel Corp. to move molten iron from blast furnaces to 
Stora Kaldo oxygen units in construction at the Farrell, Pa. plant. 


Shell reveals how Irus 902, the bright 
yellow hydraulic fluid, holds water in oil to 


reduce fire danger in your plant 


Shell forced Irus" 902 Hydraulic Fluid through a 0.145-inch 
orifice at 1000 psi pressure. A 3000-degree flame was thrust 
into the streaming fluid. Irus 902 did not ignite. 

Read the remarkable story of Irus 902—why it resists fire— 
and how it can help you protect personnel, plant and equipment. 


rus 902 Hydraulic Fluid is an in- 
I genious combination of oil and wa 
ter. The water is encased in a film of 
oil. In technical terms, it is a stable 
water-in-oil emulsion. 
But unlike other emulsions, Irus 
902 has optimum stability. This is 
vitally important. It means that 
Irus Fluid will retain its lubricat- 
ing qualities far longer than most 
fire resistant oils—and will not al- 
low the water to separate out. 
Result: the water stays in the oil, ready 


to snuff a fire if needed. 


Other Advantages 
1. Irus 902 cools off systems. Because 


of its high rate of heat transfer and 
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high heat capacity, Irus 902 allows 
hydraulic systems to run cooler. 

2. Irus 902 resists thickening and thin- 
ning. Viscosity of Irus 902 protects 
pump parts during the entire working 
cvcle—from cold start-up to hot, con- 
tinuous operation. 

3. Irus 902 saves gaskets, packing, hose. 
It's gentle to nonmetallic parts as well 


as metal. 


4. Irus 902 resists foaming. It does not 
hold captive air. If air enters, Lrus 902 
quickly releases it. 

For complete details about chang- 
ing over to Shell Irus 902, contact your 
nearest Shell Industrial Products Rep- 
resentative. Or write: Shell Oil Com- 


pany, 50 West 50th Street, New York 
a0, TN.Y. 


A special message to 
manufacturers of 
hydraulic equipment 


Shell Irus 902 makes an excellent 
initial fill. It is available anywhere 
in the U.S.A. Its quality is consist 
ently high. All Irus 902 must meet 
Shell’s strict quality control speci- 
fications. 


A BULLETIN FROM SHELL 


— where 1,997 scientists are working to 


provide better products for industry. 
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Product Perspective 


P RECIOUS METAL PLATING is a relatively inexpensive way of buying 
protection against the elements—even with gold selling for $35 an ounce. 
More and more companies, particularly those in the electronics and missiles 
industries, are making a practice of electroplating critical assemblies with one 
ef the high-priced metals. 
The thin coat (30 mil- 
lionths of an inch may do 
the trick) won't tarnish 
and therefore keeps an 
oxide film from forming 
that would interfere with 
electrical contacts. It is 
also easy to solder and 
formulations can be 
plated that have ex- 
tremely hard, wear-re- 
sistant surfaces. Rhod- 
ium, for example, is 
almost as hard as car- 
bide. 


Four metals account — 4 
for the majority of pre- PLANT for precious metal plating has plating unit, 
cious metal plating: and variety of rinsing and pickling tanks on right. 

@Gold. The yellow metal is the workhorse of the precious metal 
plating industry—accounts for an estimated 75% of the business. It is non- 
tarnishing, has good conductivity, and can be alloyed to meet varying require- 
ments. 


@Silver: Low-price (1/80 the cost of gold per unit volume) makes it a 
good bet for heavy-duty electrical work, but tarnish layer rules it out of 
critical miniature applications. 

@ Rhodium. Costs three-times as much as gold—per unit volume—but 
is extremely wear resistant. Hardness is up to 900 Vickers (or Knoops) and 
it can be highly stressed. 

@ Platinum. Costs about the same as rhodium, but isn’t as good an elec- 
trical conductor. Big plus factor is that it can withstand temperatures as 
high as 1,800F—at which point gold and silver would melt and rhodium 
would oxidize. 


PRICES of electroplating vary widely, but what may appear to be a “good 
deal” might turn into a “million-dollar mistake” if the buyer isn’t careful. 
Sel-Rex Corp., a leading supplier of formulations for the plating bath, pro- 
vides the following checklist for use when choosing a supplier: 

® Know the requirements of the job. Essential information includes exact 
area to be coated, hardness and thickness of the coating, uniformity of 
plate, and quality control tests to be passed. 


® Know cost of the metal involved. Since precious metals sell for a stand- 
ard price, you can always determine the amount of money (intrinsic value) 
involved. Some bids actually have come in for less than the cost of metal 
that would be necessary to meet the required specs. Rule of thumb: A 20 
micro-in. thick layer of gold will cost 1¢ for every sq. in. plated, exclusive of 
labor involved. 

@ Check the supplier’s facilities. Good quality control and inspection 
apparatus is a must here. There’s little chance that a company can meet 
rigid specifications if it doesn’t own instruments to measure these dimensions. 
Apparatus to analyze plating solutions chemically and watt-hour meters to 
monitor plating are also signs of a good shop. A pilot plant setup to check 
out jobs is advantageous on new applications. 

@ Look for variety in plating barrels. There is no one “all-around” barrel 
(the barrel holds small parts plated in bulk). Big shops may have as many 
as 200, each tailored for a different type part. 

© Investigate plant housekeeping. Sloppy housekeeping is a sure danger 
sign. Dust and dirt can contaminate the bath, ruin the plating job. Also 
check plant records. Well-kept records usually mean a tightly run shop. 

® Beware of subcontracted jobs. Plating farmed out by your subcontractors 
often comes back hidden inside an assembly. Make sure you have some 
way to check the job. Suppliers sometimes skimp on inside surfaces because 
they figure they’re safely hidden. 

@ Investigate “proprietary” plating solutions. All-gold solutions aren't 
the same, for example. Patented solutions containing special additives some- 
times give substantially more protection. 

@ See if the job can be automated. Some parts can be coated in batches, 
just by dipping the barrel into the solution—other parts need individual 
electrical connectors. The choice depends on the relative conductivity of 
the surface, the shape of the part, and the area to be coated. A more resource- 
ful shop may come up with a way to automate the operation. 

SOME BIG USERS are finding they can cut costs substantially by putting 
in captive facilities. A well-run department may be able to cut 30-50% from 
the plating bill. Small plating units sell for as little as $1,500, according to 
Sel-Rex and the auxiliary apparatus consists chiefly of rinsing and pickling 
tanks. Lab equipment, of course, is also a must in the captive shop. Impor- 
tant point here is to staff the department with experts from the beginning. 
Plating is still a precision job that takes know-how. 
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Incinerator 
Eliminates Smoke 


Incinerator burns any waste, wet or dry, 
without smoking, odors, or fly ash. The 
compact, 13'2-cu. ft. unit is portable and 
burns up to 200 Ib. of No. 1 waste per hr. 
at a fuel cost of about 15¢. Installation and 
Operation requires attachment of a 115-v. 
a-c. line and a gas line. 

Price: $2,750. Delivery: 10 days to 2 wk. 

Cornell-Hoskinson Mfg. Corp., 806 
Third Ave., New Hyde Park, N.Y. (PW, 
9/11/61) SIC +3433 


Battery Rejuvenator 


Increases ‘’D” Cell Life 
Dry-cell rejuvenator increases the life of 
“D” batteries from five to eight times. After 
rejuvenation, they equal or exceed working 
life of new batteries. Models, working on 
single-phase, 120 v. a.c., 50/60 cps., can 
“charge” 36, 72, and 108 batteries at a 
time. 
Price: $137.50 (36-cell), $219.50, and 
$310. Delivery: 10 days. 
Herlo Engineering Corp., 549 N. Prairie 
Ave., Hawthorne, Calif. (PW, 9/11/61) 
SIC +3699 


Maintenance Kit 
Cleans Washrooms 


Kit for maintenance of washrooms con- 
tains all materials and tools needed for a 
complete cleaning job. Instructions are in- 
cluded for the proper use of all chemicals 
and scouring powder in the 19-Ib. kit which 
has enough supplies to keep a washroom 
clean for more than 90 days. Other items: 
steel wool, mop, sponge, and plastic gloves. 

Price: $9.75. Delivery: immediate. 

Plunkett Chemical Co., 3500 S. Morgan 
St., Chicago 9, Ill. (PW, 9/11/61) SIC 
+ 2842 


Lantern Battery 
Is All Steel-Clad 


Standard, 6-v. lantern battery is sealed 
with steel on all sides, top, and bottom, 
holding power producing ingredients inside 
for a longer power life. The steel-clad unit 
is an all-weather battery and resists swel- 
ling or any loss of moisture. Units are 
available with spring, clip, or screw ter- 
minals. 

Price: $1.19. Delivery: immediate. 

Ray-O-Vac Co., Madison 10, Wis. (PW, 
9/11/61) SIC +3692 


Vertical Miller 
Drills 1-in. Steel 


Improved model of vertical milling ma- 
chine has heavier column and controls re- 
located for increased operating conven- 
ience. The machine’s table measures 9 in. 
x 22 in. and drilling capacity is 1 in. in 
steel. 

Price: $805. Delivery: immediate. 

Homestrand Machine Tool Corp., 392 
W. Putnam Ave., Greenwich, Conn. (PW, 
9/11/61) SIC +3541 
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Hand Tool 
Seals Plastic Bags 


Electric hand tool with sealing wheel 
heats to about 265 F to seal plastic bags. 
The wheel is covered with Teflon to pro- 
vide a non-stick surface and is lubricated 
with high-temperature oil for free turning. 
Backup mat and wire stand are included 
and special mat lengths to 6 ft. are also 
available. 

Price: $11.95. Delivery: immediate. 

Era Research, Inc., 1009 Montana Ave., 
Santa Monica, Calif. (PW, 9/11/61) 

SIC +3623 


Soldering Iron 
Is 120-v. Unit 


Small, 120-v sojdering iron intended for 
production work in electronics, communica- 
tion, and allied industries is available with 
30-w. and 50-w integral tip-and-heater 
assemblies. The 30-w. unit comes with 
;-in. and .'-in. chisel tips; the 50-w. unit 
with %-in. chisel tip. 

Price: under $5 (in quantities). Delivery: 
immediate. 

General Electric Co., Industrial Heating 
Dept., Schenectady 5, N.Y. (PW, 9/11/61) 

SIC +3423 


Strip-Chart Recorder 
Checks Ten Machines 

Electric recorder automatically charts 
operating and down times of up to ten ma- 
chines or processes. Heating elements melt 
channels in the waxed chart paper, elimin- 
ating the need for pens, ribbons, or stylii. 
Unused channels can be manually operated 
to code the chart. 

Price: approx. $240. Delivery: approx. 
4 wk. 

Electric Tachometer Corp., 68th & Up- 
land Sts., Philadelphia 42, Pa. (PW, 
9/11/61) SIC +3629 


Fluorescent Kit 
Detects Flaws in Solids 


Test kit detects surface cracks, flaws, de- 
fects, and porosity in metallic and non-me- 
tallic solids, using black light to activate 
fluorescent materials. The materials spot 
hairline cracks and straight-through leaks 
and are water soluble so that simple water 
rinses or baths completely remove them. 

Price: $125. Delivery: immediate. 

U.S. Casting Repair Corp., 6432 Ed- 
mund St., Philadelphia 35, Pa. (PW, 
9/11/61) SIC +3821 


Direct Current Source 
Is Precision Instrument 

Three d.c. sources provide 20 ma. each 
over the range of 500 v. to 2,210 v. d.c. 
(model No. 120), from 0 to 3,000 v. d.c. 
(No. 122), and from 0 to 6,000 v. d.c. (No. 
123). Accuracies are 0.25% of any output 
voltage dialed, and ripple is less than 5 mv. 
rms. at any output voltage and current in 
either polarity. 

Price: $440 (No. 120), $580 (No. 122). 
and $680. Delivery: 30 to 45 days. 

Smith-Florence, Inc., Seattle, Wash. 
(PW, 9/11/61) SIC +3679 
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Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 


X-Y Recorder 
Is Designed for Rack Mounting 


X-Y recorder for rack mounting has vac- 
uum paper holddown, continuous 10-turn 
precision attenuators, and electric pen lifter. 
Unit takes both standard 8¥2-in. x 11-in. 
graph paper or special paper with 100 x 
150 minor divisions. Snap-in pen construc- 
tion for standard ink cartridges permits 
various color traces on one graph. 

Price: $875. Delivery: 30 days. 

Houston Instrument Corp., P.O. Box 
22234, Houston 27, Texas. (PW, 9/11/61) 

SIC #3611 


Rectifier 
Provides Up to 100 Ma. 


Four subminiature rectifiers handle from 
1,000 v. to 2,500 v. with from 85- to 100- 
ma. d.c. output on a wide range of low cur- 
rent, high voltage multiplier applications. 
Operating temperatures range from —20 C 
to +130 C. Units, less leads, measure 
0.265 in. x 0.120 in. 

Price: $4 to $9.20. Delivery: immediate. 

International Rectifier Corp., 233 Kansas 
St., El Segundo, Calif. (PW, 9/11/61) 

SIC +3629 


Walkie Truck 
Moves 4,000-Ib. Rolls 


Electric walkie truck for horizontal 
movement of rolls of materials up to 93-in. 
long and 36-in. dia. has a capacity for 4,000 
lb. Lifting arms straddle the roll and lift 
it 5 in. from the floor, clearing it for move- 
ment. Front wheel and rear wheels are 
rubber-tired for floor protection. 

Price: $2,300. Delivery: 8 to 10 wk. 

Lewis-Shepard Products, Inc., 125 Wal- 
nut St., Watertown 72, Mass. (PW, 
9/11/61) SIC +3537 


Press Brake Gage 
Positions Sheet Metal 


Positioning gage for use on press brakes 
accurately aligns sheet metal for precision 
bending operations. The air-actuated gage 
is operated by a foot pedal that releases 
air into the gage through a hose. The gage 
handles all back-gaging, and its movement 
can be adjusted to pinpoint accuracy. 

Price: $49.50. Delivery: | wk. 

Chrom-O-Lite Co., 2701 E. 78th St., 
Minneapolis, Minn. (PW, 9/11/61) 

SIC #3545 


Pry Bar 
Handles Heavy-Duty Work 


Pry bar is designed for use on heavy- 
duty prying and aligning operations. The 
30-in. tool is made of a steel alloy in a hex- 
agon-shaped, }3-in. stock. One end of the 
tool has a sharpened edge and is set on an 
angle. The other end, for aligning jobs, has 
a long taper. 

Price: $6.45. Delivery: immediate. 

P & C Tool Co., Portland 22, Ore. (PW, 
9/11/61) SIC +3423 
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Electrical Control 


Serves as Thermostat 


Electrical controller serves as thermo- 
stat control for soldering irons, heat sealing 
equipment, and other electrical heating de- 
vices not so equipped. The pulsating type 
unit affords infinite control of resistive loads 
to 15 amp. and is available in two-wire, 
three-wire, or twist-lock outlets in 120-v. 
and 240-v. models. 

Price: $12.95. Delivery: immediate. 

Therm Appliance Mfg. Co., St. Charles, 
Ill, (PW, 9/11/61) SIC +3822 


IN / 
A / 


MANHOLE / 
OR / 
ON A / 
MIXER / 


Wagner “Stand-up” motors pack plenty of power 


Here’s plenty of power for equipment requiring normal thrust vertically 
mounted motors. Wagner® Vertical Solid Shaft Motors provide power without 
problems for your pumps, mixers, agitators, axial fans, centrifuges, presses 
- - anywhere you need a vertical motor drive with plenty of stamina. 


Wagner Vertical Solid Shaft Motors are end-mounted, squirrel-cage type 
with a NEMA Type “P” base that is precision-machined to mate with equip- 
ment. Smooth running under cyclic loads, they won't labor or stall... 
conform with NEMA Design B motor 
requirements in all respects. Their cast 
iron construction is simple and rugged 

. stands off corrosion ...stands up to 
rough, tough treatment. Here are motors 
that are designed to give you economi- 
cal, maintenance-free service the year 
’round, indoors or out. 


Wagner “Stand-up” Motors are available 
in ratings of 1 hp and larger with nomi- 
nal full load speeds of 3500, 1750, 1160, 
or 870 rpm, and can be supplied with 
a completely dripproof enclosure, a 
standard totally enclosed fan-cooled 
enclosure, or an explosion-proof TEFC 
enclosure. Whatever the horsepower, 
whatever the enclosure, whatever the 
application, one thing is sure... these 
compact, power packages get the job 
done. For all the reasons why, check 
with the Wagner Sales Engineer in the 
Wagner branch nearest you, or write 
us for Bulletin MU-249. 


Branches and Distributors in all Principal Cities 


Wadsner Electric Corporation 


6416 PLYMOUTH AVENUE, ST. LOUIS 33,MO0.USA 


Manufacturers of LOCKHEED’ Products 


Wagner Vertical Solid Shaft Motors provide 
the power for Smith & Loveless sewage pumping 
stations. 
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Vertical Saw 


Cuts Foam Blocks 


Vertical saw with 82-in. x 125-in. work 
table trims and slits blocks or sheets of flex- 
ible foam. Material is placed on the table 
which the operator pushes into the cutting 
knife. The cutting head has a throat clear- 
ance of 48 in. and a free cutting height of 
36 in., which easily expands to 42 in. to 
accommodate higher foam blocks. 

Price: $2,250. Delivery: 6 to 8 wk. 

Femco, 1734 Front St., Cuyahoga Falls, 
Ohio. (PW, 9/11/61) SIC +3559 


Safety Cap 
Fits Sizes 6% to 8 


All-plastic safety cap comes in 
one headband size that adjusts 
from size 614 to 8 and auto- 
matically centers within the 
shell. The wide fitting range al- 
lows winter liners to be fitted 
comfortably; goggles, helmets 
and faceshields can be attached 
without the need for drilling 
holes. Standard colors available 
are white, gray, yellow, blue, red, 
and green. 

Price: $4.35 to $5.50. Deliv- 
ery: immediate. 

American Optical Co., South- 
bridge, Mass. (PW, 9/11/61) 

SIC +3842 


Heat Sink Kit 


Has Beryllium Oxide Samples 


Sample kit of dielectric tran- 
sistor heat sinks of beryllium 
oxide comes in four combina- 
tions to fit TO semiconductor 
sizes: Kit A, three TO3, two 
| TOS, one TO8, and two TOI8 
heat sinks; Kit B, one TO3, two 
TOS, four TO8, and two TO18; 
Kit C, one TO3, six TOS, one 
TO8, and two TO18; Kit D, one 
/_TO3, two TOS, one TO8, and 
‘seven TOI8. Thermal conduc- 
tivity of the material is equal 
to that of aluminum and capaci- 
‘ance and dielectric loss is low. 

Price: $18 each. Delivery: 
| immediate. 

National Beryllia Corp., First 
|& Haskell Aves. Haskell, N. J. 
| (PW, 9/11/61) SIC +3679 
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Water Conditioner 
Eliminates Scale in Pipes 


Electromagnetic device  at- 
taches to water pipes to prevent 
the formation of scale or curd. 
Installation requires only a screw- 
driver to attach it. The device 
exerts a constant magnetic field 
on water flowing through the pip- 


ing, rearranging the ion potential ; 


of the minerals to make them 
incapable of forming scale or 
curd. 

Price: $49.50. Delivery: im- 
mediate. 

A & B Research & Mig. Co., 
P. O. Box 13254, Houston 19, 
Tex. (PW, 9/11/61) SEC +3589 


BRONA 51 Wy 


_ 16000 HOUR Rating 


HIGH OUTeYy 


721 Davure » 
ovr 


Lamp Washer 
Blocks Water Seepage 


Washer of neoprene rubber re- 
duces replacement of fluorescent 
lamps due to moisture corrosion 
of sockets and contacts. The 
washers are intended for use on 
lamps used in outdoor signs and 
fixtures and wherever else mois- 
ture is a problem. The washer is 
attached about /%4 in. from each 
end of the lamp where it deflects 
rain Or moisture seepage, pre- 
venting it from dripping onto the 
sockets and contacts. 

Price: $4/100. Delivery: 
immediate. 

Supro Lux Mfg. Co., 406-416 
E. 161st St., Bronx 51, N. Y. 
(PW, 9/11/61) SIC +3069 
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Depth Gage 
Adjusts to 5% in. 

Gage is fully adjustable over a range of 
0 to 534 in. to measure depths of holes, 
slots, grooves, internal shoulders, and re 
cesses. The set includes the gage body, 
with .0005-in., 0-25-0 dial indicator, and 
four 125-in. dia. rods: one 4% in., one 6 
in., and two 8 in. long. One 8-in. rod is 
straight, the other curved for gaging grooves 
and recesses. 

Price: $125. Delivery: immediate. 

Boice Gages, Inc., Hyde Park, N.Y. (PW, 
9/11/61) SIC +3821 


as’ 


Grounding Adapter 
Converts Wall Receptacle 


Adapter provides safe, temporary con- 
version of standard 2-wire duplex wall re- 
ceptacle to a 3-wire grounded receptacle. 
lo install, screws of the standard cover plate 
are removed and the adapter is plugged into 
the receptacle. The adapter screw is then 
threaded in place, establishing ground con- 
tact through the wiring system. 

Price: approx. $2. Delivery: immediate. 

Harvey Hubbell Co., Bridgeport, Conn. 
(PW, 9/11/61) SIC +3643 


| 
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...except their availability and ultimate cost to you. 


Elastic Stop nuts come in hundreds of shapes and sizes. We 
have illustrated just a few to show you it is possible to choose 
a nut shape that will make your assembly job easier and faster. 

How can you always be sure you have the real thing? 
Easy! The unique, instantly identifiable red nylon locking 
insert is your clue to an Elastic Stop nut’s special brand of 
shakeproof, shockproof locking performance. Once you see 
“the ring of reliability” you know that this locknut is going 
to stay put ... on any bolted connection . . . for as long as you 
want it to stay! It will not come off until it’s wrenched off, 
and then it can be reused fifty or more times. 

If your product’s performance depends on tight bolted con- 


nections or precise adjustments, Elastic Stop nuts are the best, 
lowest priced, reliability insurance you can buy. And in figur- 
ing “true costs” the final figure should never be based on initial 
price alone. Value analysis has repeatedly demonstrated that 
product breakdowns or serious field service problems attribut- 
able to fastener failure easily cost more than the modest price 
of an Elastic Stop nut. The ultimate cost of stop nut quality 
and performance can make them today’s “best buy.” 

ESNA’s 30-year background in design and production of 
self-locking nuts assures you the most complete line in the 
business. For complete flexibility to meet your size, shape or 
volume requirements call on ESNA. 


ELASTIC STOP NUT CORPORATION OF AMERICA 


2330 Vauxhall Road, Union, New Jersey, Dept. S64-919 


for the ring Oo of reliability 
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Rectifier 
J Has 16-Amp. Half-Wave Rating ; 


Utility Press 


Meets Specific Needs 

Rectifier with hard soldered junctions and 
hermetically weld-sealed case is available 
from a series of seven models. Current rat- 
ings are 16 amp. half-wave (25 amp. d.c.) 
with voltage ratings to 300 v. Applications 
include welding control, static switching, 
motor speed control, lighting controls, and 


Hydraulic ram type or guided platen util- 
ity press can be designed for specialized 
jobs by selecting proper components for 
25-, 50-, 75-, and 100-ton capacity presses. 
Seven power sources and electrical control 
systems are available as well as a manual 
or sensitive-pressure control. Die area can 


inverters. ; ; be 24 in. x 24 in. or 36 in. x 24 in. 
Price: $16.25 to $55/each. Delivery: Price: from $1,550. Delivery: 3 wk. 
immediate. 


Hannifin Co., Dept. 354, 501 S. Wolf 
Rd., Des Plaines, Ill, (PW 9/11/61) 
SIC +3542 


Westinghouse Electric Corp., Young- 
wood, Pa. (PW, 9/11/61) SIC +3629 


Lint-Free Glove 
Suits Delicate-Handling Jobs 


Industrial nylon glove is lint- 
free for use on delicate handling 
jobs, particularly for inspection, 
assembling, and testing in the 
metal working industries. <A 
chemical impregnation prevents 
transfer of perspiration through 
the glove fabric and onto the 
work piece. Men’s and women’s 
styles come in small, medium, 
and large sizes. Colors are white, 
pink, and blue. 

Price: approx. 35¢/pr. (wo- 
men’s in quantity). Delivery: 
immediate. 

Standard Glove Co. of New 
Jersey, Inc., 109 Frelinghuysen 
Ave., Newark, N. J. (PW, 
9/11/61) SIC +2259 


“MUSICAL CHAIRS" PLAYED WITH STEEL... 
sour note in cost of possession 


The rumble of an overhead crane . . . the klaxon on a fork lift . . . the silence of a ' 

machine tool not operating . . . while the right bars of steel are uncovered from 

the bottom of the stock pile. j 
All this loses money . . . and time . . . and production. It’s a part of your cost of 

possession. 


Here’s how to greatly reduce the dead-loss cost of handling and rehandling 
steel stocks... 

Call on your nearby steel service center for steel delivered when you need it, to 
the plant dock handy to the machines that will process it, ready to use without delay. 

To help your production and cost accounting people in figuring the true cost of 
steel stocks, ask your steel service center salesman for the booklet, What’s Your 


y pees , ? Tl 5 > ic > =+j 
Real Cost of Possession for Steel? Or write to Steel Service Center Institute. Portable Stand 
COST OF POSSESSION...to determine your own cost of Has Reversible Trays 
possession for steel in inventory, consider all these factors: Heavy-duty stand of all-steel 
Cost of capital: inventory, space, equipment has casters and handle to permit 
easy movement from place to 


Cost of operation: space, material handling, cutting J 
and burning, scrap and wastage place as needed. Trays can be 


reversed to provide  flat-top 
shelves so that heavy equipment 
can be slid on and off, and vibra- 


tion-proof fasteners are guaran- 
YOUR STEEL SERVICE CENTER teed not to loosen in use. Tray 
8 size is 18 in. x 24 in. and over- 


. STEEL SERVICE CENTER INSTITUTE all stand height is 34 in. 


Other costs: obsolescence, insurance, taxes, accounting 


ii 5 ms i 

' 540-F Terminal Tower © Cleveland 13, Ohio Price: $14.92. Delivery: im 
+ Convenient to every steel user, steel service centers are mediate. 

- ERVICE CENTER Bay Products, Inc., 1835 W 

customer-oriented, technically competent, fully equipped INSTITUTE y. eee - , 

4 : prcresct o Cambria St., Philadelphia 22, 


for fast delivery of steel in any type, form, and quantity. Pa. (PW, 9/11/61) SIC +3499 
. 9 + 
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Product News in Brief 


Machine Washes, Irons 


Dallas—Jet Stream Products, 
Inc., has announced a “revolu- 
tionary commercial laundering 
machine” designed to process flat- 
work at ten to fifteen times the 
production rate of present equip- 
ment. Cost will be about 30% 
less. 

The manufacturing firm, 
formed by Chance Vought Corp. 
and International Textile Main- 
tenance Equipment Co. for pro- 
duction of the machine, says first 
units will be available late this 
year. The automated machine 
has been designed to launder flat- 
work pieces through the entire cy- 
cle of washing, rinsing, drying, 
and ironing at about 100 fpm. to 
150 fpm. A conveyor belt system 
eliminates manual handling. 

The company said orders re- 
ceived are “in excess of $10-mil- 
lion.” 


Develop New Copy Paper 


Canandaigua, N. Y.—Labelon 
Tape Co. has developed a photo- 
copy paper for use with Thermo- 
fax machines. Shelf life is in- 
definite and price is “lower than 
most.” 

The paper is reported as hav- 


ing excellent reproduction quali- 
ties and can be run through the 
photocopy machine without the 
need for a filter or screen. The 
full-weight paper—not a tissue— 
handles and files easily and 
doesn’t become brittle or darken 
with age. Labelon notes also that 
it “will not mar like other copy 
papers.” 


U-C Unveils 2 Alloys 


Bridgeville, Pa. Universal- 
Cyclops Steel Corp. has devel- 
oped two straight chromium 
stainless steel alloys for automo- 
tive applications. Both have high 
corrosion resistance and fabricat- 
ing and finishing qualities. 

The alloys, Uniloy 430Mo and 
435Mo, derive corrosion resist- 
ance from their molybdenum con- 
tent. Uniloy 435Mo is engineered 
also to control “roping” caused by 
severe stretch bending and deep 
drawing. 


TA Changes Lighting 


New York—The New York 
City Transit Authority is install- 
ing electroluminiscent lighting to 
replace incandescent bulbs at 
3,000 emergency alarm tele- 
phones in the subway system’s 
Independent Division. Estimated 
annual savings are $29,400. 

Initial cost of the electro- 
luminiscent panels, designed and 
manufactured by the Radio Corp. 
of America, is three times higher 
than for incandescent lighting, but 
the life of each is estimated at 


twenty times that of an incan- 
descent bulb (five years compared 
with three months). 

The Transit Authority esti- 
mates savings on electricity alone 
at $17,400 a year. Annual cost 
of lighting an incandescent bulb 
is $6 which the electroluminiscent 
panel will cut to 20¢. 

Complete installation through- 
out the system, linking 110 sta- 
tions of the IND Division, will 
be completed by the middle of 
next year. Plans are to extend 
the new lighting also to BMT 
and IRT divisions. 


Hyde Adds Delrin 


Grenloch, N. J.—A. L. Hyde 
Co. is adding Delrin acetyl resin 
in strip form to its supply of the 
thermoplastic in rods and slabs. 
Delivery is being made in coil 
form (see picture right). 

The material is available for 
quick delivery in thicknesses from 
.02 in. to .07 in. and in 2-, 4-, 6-, 
and 8-in. widths for production of 
punched parts such as gaskets, 
washers, and closure liners. Other 
recommended applications — in- 
clude conveyor-line wear strips. 


Wire, tool holster cost $2.34 
less than tubular unit. 


Wire motor mount-guard cut 


vibration, saved over $7 each. 


Imaginative design with wire and wire/strip 
components improves the quality, efficiency and appearance 


of finished products—with substantial economies. 


Consult Titchener on your design and redesign problems. 
Take advantage of our complete production facilities for 
fabrication of wire forms, welded wire and strip assemblies, 
light stampings and staples. Send now for the Titchener 


Wire/Strip Value Analysis Design Manual. 


Fan mount and protective cage de 
signed and produced for Buffok 
Forge Co., Buffalo, New York. 


= 
“litchener <= 


AND COMPANY FREE 
Wire cleaner paddle cost 70%, 6 TITCHENER PLACE, BINGHAMTON, NEW YORK DESIGN 
lessthan cast unit. HANDBOOK 


Product Briefs 


lransistors are miniature, her- 
vetically sealed units measuring 
| 6 in. x 1/8 in. and 1/8 in. x 

10 in. Possible applications 
nclude hearing aids, miniature 
radios, telemetering devices, com- 
puters, and similar end uses. The 
PNP-type germanium alloy tran- 
sistors have low noise and high 
gain characteristics. Rauland 
Corp., 6001 W. Dickens Ave., 
Chicago 39, Ill. 


Paper for motor insulation has 
unusual ability to stretch before 
rupture. Made from selected cot- 
ton cuttings, it has a glazed sur- 


face and is available in rolls 46 


in. wide or in sheets cut from 
rolls. Rogers Corp., Rogers, 
Conn 

Tungsten alloy, more than 


50‘ heavier than lead, is useful 
for radioactive shielding, counter- 
weights, and high inertia rota- 
tional parts that require maximum 
weight in minimum space. Ulti- 
mate tensile strength ranges up 
to 135,00 psi. and compressive 
strength to 500,000 psi. AKenna- 
metal, Inc., Latrobe, Pa. 


Reinforced sealing tape is non- 


“UERYTHING HINGES ON HACER /." 


We'll make IT for youl For standard (5,000 different types 


and sizes) or special hinges, write or wire: C. Hager & 
Sons Hinge Mfg. Co., Victor & ‘‘I'’ Street, St. Louis 4, Mo. 


In Canada, Hager Hinge Canada Ltd., Kitchener, Ont. 
Shai 


Founded 1849, Every Hager Hinge Swings on 100 Yeors of Experience 


TIP -«- 


FOR CUTTING 


SPOT-WELDING COSTS! 


stock. 


AMPCO-WELD® spot-welding tips are made of 
durable Ampco alloys with high electrical con- 
ductivity. They operate cooler — don't stick to the 
work. Resist mushrooming and wear. Need fewer 
dressings. Exceed RWAA minimum specifications 
Ampco-Weld distributors have standard types in 


Write for catalog, price list, 
and name of your distributor. 


AMPCO METAL, INC. 


Department 427 - 
WEST COA 
SOUTHWEST Div 


Milwaukee 1, Wisconsin 
Huntington Park, Calif 
Garland (Dalias County), Texas 


ST DIV 


RW-29A 


asphaltic material with quick- 
strip feature that simplifies car- 
ton opening. <A _ nonstaining 


laminant is used which does not 
bleed at high temperatures or 
become brittle at subzero tem- 
peratures. Ludlow Papers, Need- 
ham Heights 94, Mass. 


Mold release and lubricant for 
spray-on application has a color- 
base to help distinguish between 
coated and uncoated areas and 
to improve application efficiency. 
It acts as a water or oil repellent. 
Miller-Stephenson Co., 39 Day 
St., S. Norwalk, Conn. 


Cleaning paste for aluminum 
also acts as a chemical surface 
treatment. It is easily applied by 
spraying, brushing, or wiping 
and, when rinsed off, leaves the 
surface with adhesive properties 
Hugson Chemical Co., Erie, Pa. 


Drawing lubricant is a water- 
dispersible material particularly 
adaptable to deep drawing of 
stainless and alloy steels. The 
lubricant can be removed by alka- 
line cleaning and, to provide 
lower viscosities, can be diluted 
with an equal volume of light 
lubricating oils. Magnus Chem- 
ical Co., Garwood, N.J. 


Stainless steel tubing with 
ultra-thin walls of 0.0005 in. is 
available in any specified diam- 
eter size, from 0.01 in. to 0.375 
in. O.D. The lightweight material 
is a seamless tubing presently 
offered in 304, 310, 316, 321, 
and 347 © stainless. Uniform 
Tubes, Inc., Collegeville, Pa. 


Sheet metal punch is a hand 
tool that will clear a 12-in. flang 
and has a 2-in. depth of throat 
with back gage. Punches and 
dies are available from ;'; in. 
through ;*; in. by ,4;-in. incre- 
ments. Punching capacity is +°; 
in. through 18-gage sheet metal 
and ;*; in. through 14 gage. W. 
A. Whitney Mfg. Co., 636 Race 
St., Rockford, Ill. 


Film adhesive cures at low 
pressures for  metal-to-metal 
bonding and metal honeycomb 
construction. Pressure to main- 
tain contact and proper alignment 
of parts ranges from 10 psi. to 
25 psi. Metal-to-metal shear 
shear strengths of the thermo- 
setting material are 4,700 psi. at 
75 F and over 4000 psi. at 180 F 
service temperatures. Minnesota 


Where Can | Buy? 


Some products are easy to lo- 
cate, others difficult. Perhaps you 
can help one of our readers who 
knows exactly what he wants but 
doesn't know where to get it. And 
keep in mind that you can make 
use of this PURCHASING WEEK 
service at any time. 

While you are answering our 
readers’ request, would you also 
send us a carbon copy of your 
answer? 

“Would you please give us 
names and addresses of compan- 
ies which manufacture decibel 
meters; ones which might be 
suitable for registering different 
sound levels from business ma- 
chines?” 

H. C. Hurdle 
Purchasing Agent 
Moorman Mfg. Co. 
1000 North 30th St. 
Quincy, Ill. 
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Mie. Co., 
Paul 6, Minn. 


Minnine «& 900 Bush 


Ave., St 


Grinding wheel of aluminum 
oxide can be used for heavy feeds 
on a wide range of materials 
ranging from high-speed steels 
and regular alloy steels to low 
carbon steel and boiler plate. It 
grinds exceptionally cool, gives 
fast-cutting action, and holds 
form well. Macklin Co., Jackson, 
Mich, 


Pencils and leads for use on 
drafting film are available in five 
degrees of hardness. They can 
be used with Estar, Cronar, and 
Mylar base films. Richard Best 
Pencil Co., Mountain Ave., 
Springfield, N.J. 


i 


Ultrasonic generator with auto- 
matic load compensation offers 
an average power output of 3,500 
w. with a peak on pulses of 7,000 
w. It is suited for high-speed 
cleaning of steel strip, multiple- 
strand wire cleaning machines, 
long conveyorized systems, and 
large batch operations. Branson 
Instruments, Inc., 40 Brown 
House Rd., Stamford, Conn. 


Cargo vehicle has a flat bed 
loading area of 34.4 sq. ft. with 
a 2,000-lb. capacity. Over-all 
size is 124% in. long and 51 in. 
wide. The vehicle has an 8-gal. 
fuel tank and at 30 mph. has a 
fuel consumption of about 30 
mpg. Crofton Co., 8th & Harbor 
Dr., San Diego 1, Calif. 
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FOR 
AIRCRAFT- 
QUALITY 


STAMPED METAL PARTS 


e 


most complete, 

fastest service, 

lowest possible cost 
for low-quantity orders 


Half a century of specializing in quality stampings 
enables Laminated Shim to offer “supermarket’’ 
service to designers and engineers faced with ever- 
changing requirements in missile and space vehicle 
developments. 


Here, we employ tools and techniques (many un- 
known to the average stampings house) which 
produce Stamped Metal Parts. From a stockpile 
of thousands of universal tools we can easily engi- 
neer a set-up to produce your stampings, in any 
shape, in any size, in any metal you need—fast! 


Laminated Shim is therefore your profitable source for 
aircraft-quality Stamped Metal Parts . 
to your specifications .. . in any prototype short-run quanti- 
ties, from 1 to 1,000 and more .. . at a surprisingly low cost. 


. » produced exactly 


What’s more, you practically eliminate reject prob- 
lems in your plant. That saves time. And saves 
money, too. So send your parts, or prints and specs, 
for recommendations and an eye-opening quote to 


West Coast Office 
600 Sixteenth Street 
Oakiand 12, Calif 


Home Office and Piant 
4709 Union Street 
Gienbrook, Conn. 


ydraulic hose 
inner tube 
Electrica 


extruded cover 


incorporating 


nrecis 
prec 


nonmetallic reinforcing braid 


@ Synflex Pressure Hose is a new | 


high hose for 


pressure 


fatigue 


multi-purpose 
Combines strength with light weight 


no metal te 


low cost. Use with water, fuels, oils, gases 


solvents, refrigerants, conventional and non-flammable 
hydraulic fluids. Available with reusable couplings in 
a range of sizes from %e thru % ID and larger. a -ss09a 


Ss 


SYNreex 


SYNFLEX 


Samuel Moore & Co 
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New York—Automation and 
containerization held the spotlight 
at the second annual International 
Cargo Handling Exposition here, 
while cost problems of freight 
handling were thrashed out by 
members of the _ International 
Cargo Handling Coordination 
Assn., which met simultaneously. 

Versatility was the keynote in 
containers, as well as the hand- 
ling, loading, and storing devices 
exhibited in the exposition on 
Pier 9. For example: 

@ Interchangability. Increased 
emphasis on containers suited to 
all modes of transportation was 
seen in such designs as an 8 x 8 x 
10-ft. unit from Birchwood Stand- 
ard Container Corp., Isbrandtsen 
Line subsidiary, which can be 
carried on truck or railcar and 
fitted into holds of conventional 
or specialized ships. 

©@ Packaging savings. St. Regis 
Paper Co. showed how its “knock- 
down” corrugated containers (in 
a dozen different sizes can be 
stored flat and shipped back for 
reuse in lots of 2,000 per railcar. 

© Liquid cargo carriers. A sta- 
bilization system using two water 
tanks doubles as a liquid cargo 
carrier when full dead-weight 
capacity is more desirable than 
stabilization. On motorships, die- 
sel fuel oil can be kept in the 
stabilization tanks. System was 
designed by New York’s John J. 
McMullen Assoc. 


@ Air cargo handling. Ameri- 
can Machine & Foundry dis- 
played major components of its 
new automatic airlift cargo hand- 
ling system. Completely mech- 
anized, it includes a_ loader 
adapted to receive from trucks, 
warehouses, ground and rail ve- 
hicles. It can transport and lift 
40,000 Ib. 

While dockside visitors were 
operating such automatic hand- 
ling devices as General Electric’s 
new single-panel control unit, 
cargo handling experts from 62 
nations were meeting in the Wal- 
dorf Astoria Hotel and discuss- 
ing roadblocks in the way of 
achieving automation. These were 
the members of the International 
Cargo Handling Coordination 
Assn., which sets international 
maritime standards. 


Savings Through Automation 


E. S. Macomber, of the man- 
agement consultant firm of A. T. 
Kearney & Co., pointed out that 
truck lines have saved 20% to 
40% by shifting to one-man 
crews at loading docks, and rail- 
roads are doing the same thing. 
He said the “multi-gang concept” 
resulted in excessive lost time and 
added transportation costs. 

In ship loading, “a gradual re- 
duction in gang size together with 
increased tonnage per gang hour 
could have taken place over the 
last 20 years as cranes, fork lifts, 
transporters, pallet grapples” 
came along, Macomber said. He 


lars and greater efficiency here 
would help lower the price of 
everything we use.” 

How the Pacific Maritime Assn. 
won its automation 
from the International Long- 
shoremen’s Union was outlined 
by Wayne L. Horvitz, industrial 
relations director for Matson 


Navigation Co. 
Drastic reductions in terminal 
charges have been a prime out- 
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agreement | 


growth of the contract, Horvitz 
said. 


Adm. John Harllee, acting 
member of the newly-created 
Federal Maritime Commission, 


told the cargo experts that the 
new agency, which replaces the 
Federal Maritime Board, would 
act to correct “serious inade- 


Cargo Handling Show Spotlights Automation 


quacies” in the regulation of mari- 


time affairs and “serious viola- 
tions” of maritime laws. 

He said he never would “con- 
sciously vote to weaken the posi- 
tion of American flag shipping” 
but that “this does not mean that 
I will always be on the side of 
the shipping companies.” 


Programing System Puts Automation 
Within Reach of Smaller Tool Firms 


(Continued from page 1) 
used to control the machine tools 
are then produced automatically 
by the computer. 

The two firms emphasize that 
the system will guide the ma- 
chine tool control devices of 
many different manufacturers. 
These are known as “continuous 


guide such machines as a Gid- 
dings & Lewis profiler, Morey 
vertical profilers, Cincinnati skin 
mills, and a Cincinnati travel- 
ing column. These machines are 
used to shape such aircraft parts 
as blowout doors, midspar fit- 
tings, and firewall frames. 
Chief difference between the 


~ 


bd 


NUMERICAL CONTROL: Using new programing system, a Morey A-50 
profiler at Rohr Aircraft plant automatically mills engine mounting box. 
Operator does little more than feed tape instructions into machine. 


path” machines, which produce 
parts from machine tool instruc- 
tions prepared on a computer. 
Rohr’s nine numerically-con- 
trolled tools are guided by four 
devices: Numericord, Cincinnati, 
E.C.S., and Thompson Ramo 
Wooldridge. 

Rohr has been using com- 
puter-generated instructions to 


Rexall Raises Polystyrene Prices; 


Rohr-Remington Rand system 
and other numerical control ma- 
chining programs for small or 
medium-scale computers is_ its 
wide application. Other systems 


have been designed to prepared | 


instructions for one machine 
tool control only, or are limited 
to the firms using them, com- 
pany spokesmen claimed. 


Other Chemical Firms Study Move 


(Continued from page 1) 
when the rest of the industry 
failed to go along. 

Industry observers, while main- 
taining that there is a need for 
higher prices, had doubts last 
week that Rexall would have any 
better luck. 

A spokesman for one producer 
told PURCHASING WEEK: “It is 
difficult to raise prices at a time 
when some companies are dis- 
counting polystyrene by as much 
as 1%2¢ to 2¢/lb.” 


Others Study Move 


Officials of Dow, Union Car- 
bide Corp., and Monsanto Chem- 
ical Co. said they were “studying 


|the situation.” A spokesman for 
added that the potential cost re- 
duction “is in the billions of dol- | 


Koppers Co. said that company 
probably will not raise prices 
unless other major producers fall 
into line behind Rexall. Koppers 
said that if prices are raised it 
will be able to do more research 
and offer better service than is 
possible with the present profit 
levels. 

This is the same justification 
for a price hike given by Dow last 
December and by Rexal this time 
around. A spokesman for Rexall 
maintained that there must be 


continual emphasis on quality 
control and development of new 
uses and products if the market 
for polystyrene is to expand. Only 
by raising prices can suppliers 
keep on providing these services, 
he said. 

Polystyrene, a major molding 
and extrusion plastic resin, is 
widely used in the manufacture of 
refrigeration and airconditioning 
devices, packaging containers, 
toys, and appliances. General 
purpose polystyrene accounts for 
about one-third of all polystyrene 
consumption, which this year is 
expected to hit the 990-million- 
lb. mark. 


Public Buyers to Meet 


Tacoma, Wash—The Pacific 
Northwest Public Buyers Asso- 
ciation will meet Oct. 6 at the 
Doric Hotel here for its regular 
semi-annual discussion of public 
purchasing problems. Reserva- 
tions are being received by L. A. 
Menconi, Tacoma city purchas- 
ing agent, who was named secre- 
tary of the association when Jack 
Clay of Yakima resigned his pur- 
chasing position. 


Purchasing Week 


Purchasing Week’s 


Purchasing Perspective 


(Continued from page 1) 


and slimming profits are causing management to take a hard look 
at the value received from costly exhibits. 

The survey concludes that future trade shows will have some 
marked changes—chiefly in greater selectivity, emphasis on key 
shows, and a hunt for new ones. Instead of setting up show 
booths, some firms are putting more salesmen on the road. And 
some of the money formerly spent on exhibits is being allocated 
for pre-show promotion and during-the-show promotion in the 
form of bigger and better hospitality suites. 

In contrast, many smaller type firms feel they get their money’s 
worth because shows provide an opportunity to reach large num- 
bers of prospects. Many P.A.’s from smaller firms have similar 
reactions—they don’t have the time to spend on extensive indi- 
vidual supplier visits and a trade show provides a grand oppor- 
tunity to catch up on supplier contacts. 


Purchasing departments seeking to move into the expanding 
field of purchasing research (see P/W April 10, °61, p. 24) now 
have a statistic-filled guidebook. 

A special study, prepared during the past year at Michigan 
State University, covers a broad range of operations in the pur- 
chasing research field. And it concludes that staff purchasing 
research is emerging as a definite managerial function—particu- 
larly among larger corporations. The author—Harold E. Fearon, 
assistant to Dr. John H. Hoagland in purchasing and materials 
management activites at Michigan State—declares that purchas- 
ing research, as a staff function, is exercising an increasingly 
significant influence on materials decisions. 

Putting purchasing research on a staff basis has mushroomed 
rapidly during the past decade, but it is by no means a brand new 
concept. One company told Fearon it set up a staff research 
post as early as 1900. Another said it added one in 1928, others 
in 1930, 

But by now, the Michigan State report says, the staff purchase 
research function has been established in a “substantial” number 
of major corporations. (The survey drew replies from some 300 
of the top 500 U.S. corporations.) Nearly one third of the 
respondents indicated their purchasing departments utilize serv- 
ices of one or more staff research men. Durable goods industries 
with such personnel outnumbered nondurables by nearly two- 
to-one. 

As might be expected, the bigger the company the larger the 
research group. The average staff covered in the Michigan State 
study comprised seven to eight persons. 


The study knocks down any notion that buyers or adminis- 
trators within purchasing departments can do just as an effective 
job as full time researchers. Staff research is valued nearly twice 
as much—i.e. is considered to have produced far more worth- 
while results, according to the survey responses. 

And it winds up with this conclusion: Because purchasing 
research staffs have had such outstanding success in past projects, 
companies undoubtedly will devote more time, money, and 
energy to the function. The potentials of concentrating purchas- 
ing research in a separate staff function are so great they cannot 
be ignored by progressive, forward-thinking management. 


Teamsters in Tentative Agreement 
On Contract for 11 Western State: 


Reason: The Teamsters, i 
trying to wipe out wage differen- 
tials based on geography, ac- 


San Francisco — Negotiators | 
for the Teamsters Union and em- 
ployers in 11 western states 


reached tentative agreement last 
week on a new three-year master 
freight contract. It went up for 
carrier’s approval this week. 
Terms of the proposed con- 


| tract include: 


@An unusual five-year wage 
agreement, even though the actual 
contract expires July 1, 1964. For 
the first three years, increases will 
total from 21¢ to 45¢/hr., with 
Arizona and Montana drivers 
getting the biggest hikes. On July 
1, 1964 and 1965, wages will be 
increased an additional 15¢/hr. 
maximum over and above what- 
ever wages are negotiated in the 
next contract. In other words, 
the present contract would pre- 
scribe minimum wage increases 
for its successor. 


cepted the carriers’ position that 
a three-year period was not long 
enough to absorb the increases 
linked to such a program. 

@ Piggyback clause identical to 
that in the Central States agree- 
ment—$5 per load, effective 
February, 1962. 

@ Health and welfare contribu- 
tion of $16.50/month, pension 
contribution of $5/week now, $6 
in 1963. 

Carriers appeared to be badly 
split over the proposed contract. 
Oregon-Washington associations 
labeled it a “Hoffa package.” 
California Trucking Assn. was 
also split between long-haul mem- 
bers and intrastate members who 
were generally unenthusiastic 


jabout the contract. 
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(Continued from page 1) 
Chrysler products, Rambler Clas- 
sic and Ambassador, and Pontiac 
have joined in the switch to a 
lube-free chassis. Aside from 
Olds and Cadillac, which specify 
the life of the car, the others have 
picked an interval which is at or 
above 30,000 miles, but logically 
an even multiple of the oil change 
recommendation. 

Here, too, the service require- 
ment is drastically reduced, Ford, 
for all of its products, is recom- 
mending a 6,000-mile oil drain, 
as long as the oil used is certified 
by its maker to “meet or exceed 
test sequence MS service stand- 
ards of automakers” or some 
similar phrase. This is testimony 
that the old heavy duty designa- 
tion, “MS” alone, means nothing 
nowadays. Average oil change 
recommendation of all automak- 
ers is a money-saving 4,000 
miles. 


Year-Round Coolants 


Another area of improvement 
is the factory installation of year- 


round coolants good for two 
years. Ford and Chevrolet have 


a “specification” antifreeze, which 
is essentially the usual ethylene 
glycol with a beefed-up dosage of 
inhibitors. Rambler is using Dow- 
gard “Fullfill” coolant, 
based liquid that is canned com- 
plete with de-ionized water. 

Many cars have eliminated the 
requirement for periodic draining 
of the transmission and differen- 
tial. Rambler guarantees its bat- 
tery for 24 months without pro- 
rating usage. Adoption of the 
Bendix self-adjusting brake is al- 
most universal. This is the one 
that automatically takes up the 
Slack between lining and shoe 
whenever the brakes are applied 
while the car is backing up. 

All makes are flatly stating 
that their paints never need pol- 
ishing or waxing. Not often men- 
tioned, but a real money-saver, 
is the general adoption of tem- 
pered safety glass in side win- 
dows. This glass is much harder 
to break than the laminated vari- 
ety which it replaced. 


Corrosion Control 


Corrosion control is much em- 
phasized by all makes. Galvaniz- 
ing of all structural body panels 
exposed to road splash is univer- 
sal. So, too, is complete dipping 
of unitized bodies in primer paint. 
All mufflers are aluminized and 
should be good for two years of 
use. Rambler, of course, has its 
exclusive ceramic coated muffler 
that never needs replacement at 
the expense of the original owner. 
Plating on trim has been thick- 
ened to the point of impervious- 
ness to corrosion. 

Complete adoption by compact 
cars (and some standard-sized 
ones) of two-ply tires may seem to 
be a manufacturer’s convenience 
until you realize that they can 
produce up to 10% better gas 
mileage due to decreased rolling 
resistance and internal friction. 
Also, in fleet quantities, they will 
cost slightly less and should wear 
longer. 

In the battle of materials, alu- 
minum, magnesium, and styrene- 
based plastics are still gaining 
ground but not in any spectacular 
fashion. There have been minor 
victories and defeats for both 


sides in the fight between tradi- 
tional and new materials. Buick, 
for example chose gray iron for 
the block of its new V-6 engine 


40 


a glycol-) 


in the compact Special. This will, 
for the most part, replace the alu- 
minum V-8 previously used. Rea- 
son: Continued problems with er- 
ratic density and porousness in 
the aluminum permanent mold 
castings. Yet work is progressing 
on a die-cast aluminum block for 
this car, and Oldsmobile and 
Pontiac, which offer the same per- 
manent mold V-8, are sticking 
with it as standard and optional, 
respectively, in their compact 
offerings. 

Ford and Chevrolet both have 
all-new engines for their “in- 
between cars, and stayed with 
gray iron. New casting techniques 
have made these engines really 
competitive, weight-wise. For ex- 
ample, the new six in the Chevy 
II weighs 480 Ib. and _ pro- 
duces 120 hp. The older six, still 
offered in senior Chevrolets, 
weighs 608 Ib. and produces 135 
hp. 


Aluminum Gaining at Chrysler 


Aluminum is gaining poundage 
at Chrysler, where the die-cast six 
of this metal is now a publicly 
available option. Rambler, too, 
is scheduling substantially in- 
creased production of its alumi- 
num engine. The other big alu- 
minum inroad is in transmission 
housings. The new Chevrolet 
powerglide saves 83 Ib. with an 
aluminum housing. You can be 
sure that whenever an automaker 
decides on a complete redesign 
of a major component, aluminum 
receives serious and detailed con- 


Shift to Annual Contracts 
Nets Savings for Boeing 
(Continued from page 1) 
whenever it had accumulated 
sufficient requests from the shops. 
It maintained its own stocks, but, 


with as many as 50 sizes involved, | 


had trouble in keeping an ade- 
quate inventory. The vendors 
sometimes lacked local stocks to 
satisfy Boeing requirements and 
were obliged to send East for 
supplies, with many consequent 
delays. 
Today, 


the materiel depart- 


| ment phones its requests to Daw- 


son in the morning, gets delivery 
that same day in a Boeing truck 
which makes the pickup when 
Dawson notifies the Boeing 
transportation department that 
the shipment is ready. Requests 
are issued against blanket annual 
purchase orders, one for each 
five sizes of blades. Dawson, 
which won the contract in com- 
petitive bidding, maintains a 
stock equal to Boeing’s normal 
60-day requirements. 


‘can are offering an 


| 
sideration. Yet the heavy invest- | 
ment of all auto makers in gray 
iron foundry facilities must be 
weighed. | 
No Startling Plastics Inroads 
Plastics have not made star- 
tling inroads this year as they did 
last, when Valiant switched an 
acetal resin instrument housing. 
This is being retained by Valiant, 
and Pontiac Tempest is splitting 
production between the acetal 
and zinc. Lancer dropped its 
magnesium version of this com- 
ponent in favor of zinc. 
Polyolefins are slowly gaining 
ground in decorative trim. Several 
makes this year are using these 
as a substitute for coated card- 
board in cowl panels, and also for 
carpet backing. Heater housings 
and ductwork are becoming a 
plastic fief, and in the immediate 
offing may be a high volume order 
for radiator surge tanks. Smaller 
in number but high in area is a 
plastic rear quarter panel for the 
inside of the new Rambler sta- 
tion wagons. 


Comparative Sizes 

As far as sizes are concerned, 
the best way to spot the market 
position of the three all-new “in 
between” cars (Chevy II, Ford 
Fairlane and Mercury Meteor) is 
to compare dimensions with some 
existing products. The Chevy II 
is within an inch of every Ford 
Falcon dimension. The Fairlane 
and Meteor, on the other hand, 
are within an inch in everything 
but height of the 1949 Ford. In 
other words, Chevrolet is bring- 
ing out a series to compete with 
the Falcon, and Ford is the only 
company to come up with a non- 
competitive set of dimensions this 
year. | 


Rambler Ameri- 
“E-Stick” | 
transmission which eliminates | 
the clutch for one-third the cost | 
of a full automatic. Chrysler cars | 
have fuses moved into one box | 
under the dash and each is clearly | 
labeled. Mercury has a speedom- | 
eter cable that will work even if 
you tie it into a knot. Chevy II 
has single-leaf rear springs, which 
give the same constant rate ride at 
a fraction of the cost of coils. 
Plymouth and Valiant have 
printed circuit instrument clus- 
ters. Certain Chevrolet models 
offer sintered metal brake linings, 
fuel injection and an aluminum 
radiator. Olds is reviving, in com- 
bination, both the supercharger 
and automatic anti-knock injec- 
tion. Pontiac catalogs aluminum 
bumpers for the racing trade. 


Incidentals: 


Detroit Unveils Tempting Array of New Cars Late News in Brief 


Tin Prices Jump 


New York—tTin prices here and on the London Metal Ex- 
change dropped last week on news that the General Services 


Administration was seeking to 


from its strategic stockpile (see page 4). 


sell 50,000 tons of the metal 


New York dealer prices 


dropped 3% ¢ /Ib., bringing the price to $1.21'%. 


Investigate 


Pulp Sales 


Milwaukee—A federal grand jury is investigating possible anti- 


trust violations in the pulp and pulpwood industry. 


The Justice 


Dept.’s Antitrust Div. said violations may be occurring in con- 


nection with firms and persons 


“engaged in the business of pur- 


chasing or processing pulpwood for resale or for use in the manu- 
facture of paper and paper products.” 
To Sell Rare Metals 


Washington—The General Services Administration will sell 


175.780 troy ounces of 99.90% 


troy ounces of 99.90% 
of both items, 


rhodium powder. 
must be received by 11 a.m., 


rhodium sponge and 109.740 
Sealed bids, for total 
Sept. 29. 


Ocean Freight Bill Okayed 
Washington—Congress approved a controversial bill to permit 
licensing of independent ocean freight forwarders and payment of 


brokerage to them by ocean carriers. 


To qualify, the forwarders 


must perform at least three specified services, one of which must 


be solicitation of cargo. 


The order, to become effective Nov. 


6, 


nullifies a Federal Maritime Commission ruling prohibiting brok- 


erage payments to forwarders. 


New Rubber Substitute 


Chicago—Hercules Powder C 
Society meeting here that it is making 


told the 
“significant progress” 


American Chemical 
with 


oO. 


a vulcanization system that would make ethylene-propylene 


rubber (EPR) a practical reality 


as a material for passenger car 


tires. Though commercial production is still several years away, 
EPR may be competing eventually with the newer synthetics such 


2s butyl, synthetic “naturals,” 


and styrene-butadiene in this field. 


Raytheon Gets CBS Plant 
Lowell, Mass.—Raytheon Co. announced agreement to pur- 
chase CBS Electronics Corp.’s semi-conductor plant here along 
with plans to start operation of the facility around mid-October. 
CBS said disposal of the Lowell plant will virtually end operation 


of the firm’s electronics division. 


Expect More 


Steel Output 


Pittsburgh—Stee! mill operators looked for significant in- 


creases in auto steel ordering 


potential step-ups in Detroit production schedules. 


this week on the strength of 
Sources here 


said they expected ordering pressure because auto inventories in 


dealers hands were the lowest in 


months. 


Delta Airlines Files Plan With CAB 


For Door-to-Door 


Atlanta—Delta Air Lines filed | 


a request with the Civil Aero- 
nautics Board last week to give 
air-freight customers door-to- 
door rates starting Oct. 6. Delta 
said, “In the past, air freight cus- 
tomers have had to pay a pickup 
charge, a line-haul charge, and 
a delivery charge. Now they'll 
just pay one charge for door to 
door service, and save 40% to 
50% over the old cost.” 

Delta’s door-to-door rates put 
cost of air freight within 15% of 


Price Changes for Purchasing Agents 


Item & Company 
INCREASES 


Cement (Alpha Portland, 


Ideal) 


Amount 
of 
Change 


3%o-4.6% 


Polystyrene (Rexall), hopper car, Ib.................- 1 

Liquified petrole — gas (northern markets), gallon.... 01 

Kraft paper, bleached and unbleached, (St. Regis), ton $10.00 

Tin salts, potassium stannate, Ib..............+22-000: 005 
EE SD oo ee aie ccy ne nese eyes canes buns 004 
pe a rr eee ere .006 

REDUCTIONS 

Triton X-200 anionic detergent, (Rohm & Haas) 450 Ib. 

Te NS Oe RS NE Oe ae 1 
Plastic garbage bags (Klean Kan Bag), per bag........ 25% 
ee MAU). AUMINI Uiy c sriccicdradicn tivwaSxnduwes ss one 10% 
Adipate esters (Monsanto), Ib............cccscccceees 01 
Precision loose needle rollers (Kaydon)............... sa 
Unibath C-1 (Cormac), 16 oz bottle.................-. 36 


New 
Price Reason 
a rising costs 
1775 profit squeeze 
seasonal demand 
s better demand 
883 metal up 
749 = metal up 
$1.148 metal up 
285 
08 lower costs 
29 broaden market 
lower acid cost 
eee prod. econs. 
$1.89 prod. econs. 


Purchasing 


Air Freight Rates 


truck service on runs between 
many major cities, the line said. 

Here are some sample rates, 
reflecting an average 50% saving 
over former cost or door-to-door 
air freight service: Chicago- 
Miami, $8.90/cwt.; Atlanta-Chi- 
cago, $4.95; New Orleans-Chi- 
cago, $6.30; Detroit-Houston, 
$8.25. 

If the CAB approves the door- 
to-door rate—and Delta officials 
assume there will be no hitch— 
the rates will go into effect on 
these routes: 

@ Atlanta 
Detroit. 

®@ Chicago to Atlanta, Houston, 
Miami, New Orleans, and Tampa. 

® Detroit to Altanta, Houston, 
Miami, New Orleans, and Tampa. 


to and 


Chicago 


| @Houston to Chicago and 
| Detroit. 
| @Miami to Chicago and 
Detroit. 


| @New Orleans to Chicago and 
Detroit. 

@ Tampa 
Detroit. 

Delta said it has arranged with 
cartage firms in 13 cities to par- 
ticipate in the door-to-door serv- 
ice on an increased volume de- 
creased cost basis. 

If the Delta door-to-door serv- 
ice goes off smoothly, other air 
| lines probably will follow suit. 


to Chicago and 
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SEE WHAT YOU GET IN A BEARING 
NO THICKER THAN A NICKEL 


Torrington Needle Thrust Bearings offer true anti-friction operation, high thrust capacity, 
wide size range, low unit cost...all in a unit no thicker than a nickel or ordinary thrust washer. 


That's not all! These exceptional bearings have an O.D. much smaller for a given shaft 
size than any other type of thrust bearing. You can run them on hardened and ground 


surfaces, or on standard races. They're completely self-contained ... can be easily 
handled and installed. 


RACES IF YOU WANT THEM 


Standard races are available. 
Otherwise Torrington Needle 
Thrust Bearings may be run 
directly on hardened and 


Remember Torrington Needle Thrust Bearings next time you need better performance in ground adjacent surfaces. 


a restricted space. Call or write us for more information. 


progress through precision TORRINGTON BEARINGS 
THE TORRINGTON COMPANY Torrington, Connecticut 
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¢ South Bend 21, Indiana 
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MEN 
WHO SPECIFY 
VALVES... 


HEAR sone 
asout (}|() 


VALVES! 


SEE MORE AND MORE 
O01 vacve 


INSTALLATIONS! 


INSIST x o1c 


FOR ALL VALVE 
APPLICATIONS! 


You pay no premium for quality when you specify 
OIC. Special emphasis on design and manufacture 
... frequently in excess of industry specifications... 
assures you complete operational reliability, long life, 
reduced maintenance and easy access to vital working 
parts. A nation-wide distributor organization is ready 
and willing to advise you on the best valve for your 
particular application. 


The Ohio Injector Company ; 10816-O1C 
231° Main Street, Wadsworth, Ohio. 

OIC quality is essential to my operations. Please send 
BRONZE, IRON, me complete information. 
FORGED STEEL, 
CAST STEEL AND 


DUCTILE IRON VALVES 


Name 
Company 
Product 
Street 

City Zone —— State 


THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO 


